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And now .... for 


WARM-WEATHER PROFITS! 


Doxtay Opens Profitable 
Season for Selling MW Automatic 
Oil-Burning Domestic Utilities... 


Right now, when interest in home heating takes its seasonal 
backseat, MW dealers get ready for a profitable warm-weather 
business, by concentrating on the large, waiting market for 
MW Automatic Oil-Burning Water Heaters. 


Every home, from the small cottage to the large residence with 
many bathrooms, is a prospect for this self-contained, matched 
water-heating unit, unfailingly automatic in operation, indepen- 
dent of electricity, supremely safe, surprisingly economical. 





City dwellers tired of high gas bills, 
country homeownerswithout pres- 
ent method of getting automatic hot 
water at reasonable cost, are logical 
prospects for this oil-burning water 
heater that cuts hot-water costs to 
1/2 of gas and 1/7 of electricity. 


Apartment houses, office build- 
ings, schools, hospitals, factories, 


baths, barber shops, stores 


ested in the commercial type of 
MW Automatic Oil-Burning Water 
Heater supplying hot water at 
costs far below gas or any other 
method. 


Now is Your Time to secure the 
franchise for the money-making op- 
portunities of selling a complete 
line of oil-burning domestic utilities 


appeal.—Including the famous 


laundries, garages, public cy of unrivaled quality and price 


and other large users are inter- 
















AUTOMATIC 






MW “Weather Control” (heat- 


MW “WEATHER CONTROL” UNIT 


The ultimate in all-year comfort—winter warmth with healthful humidi- 


fied air—summer relief with cooling air in all 
rooms. Uses present air ducts in walls, reduces 
basement ducts. — Listed as Standard by 
Underwriters’ Laboratories. 


MW BOILER UNIT for Steam or 
Hot-Water Heat 


Amazingly efficient, because boiler and burners 
are designed to operate together. Thermostatically 
controlled; extremely quiet. More heat at less cost. 
Double-insulated. Beautifully finished in 
permanent lacquer. 





ing in winter, cooling in summer), 
Automatic Oil-Burning Boiler 
Units for Steam or Hot-Water 
Heat, Automatic Oil- Burning 
Water Heaters, and Oil- Burning 
Cooking Ranges, the line has no 
slack season, but assures dealers 
of steady, all-year round business. 


Details of the complete MW line, 
the liberal franchise terms, and 
the Factory’s national and local 
advertising cooperation are yours 
for the asking. 


OIL BURNING 


WATER HEATERS 


FOR ALL DOMESTIC AND COMMERCIAL NEEDS 
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Ho, Hum! Another Day 


of nothing to d@...... 


and no very definite idea or plan of doing any- 
thing about it. 


But let’s see. 


Can you clean furnaces—either “by hand” or with 
some sort of mechanical equipment? 


Then suppose that, instead of “sitting on your 
tail” today (and the rest of the week) you get out 
and remind some of the people that the accumu- 
lated dirt in their furnaces will encourage rust— 
and that cleaning them NOW will cost no more 
than in the fall—and that they will be all ready. 
Some will say “NO”—sure they will—but the one 
that says “YES” may turn out to need a new fur- 
nace—in which case, we hope you will use 


HANDY 
PIPE 


You do spouting and repairing. We'll bet a new 
soldering iron that within three blocks of your 
shop you can find a gutter or down-spout job—if 
you will just go out and 


Use Your Legs, Your Eyes 
and Your Tongue 


Try it—before some competitor gets the jump on 
you—and remember “The Handy Pipe People 
Are A Mighty Fine Bunch To Tie To” for “Every- 
thing Needed In The Installation Of Warm Air 


Furnaces.” 


F. MEYER & BRO. CO. 


1311-13 SOUTH ADAMS STREET 
PEORIA, ILLINOIS 





























Covering All Activities 
IN 
Gravity Warm Air Heating 
Forced Warm Air Heating 
Sheet Metal Contracting 
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To 


in the House! 


ARTISAN 


Here at last is the Furnace you have been looking for to overcome your 
heating troubles. 


Under a rigid test, Peerless will deliver 50% more warm air thru a heat 
pipe than any other furnace. 


The air tubes, when heated, establish an enormous pressure of air to the 
bonnet or head of the furnace forcing the heat thru the pipes. ° 


How often 
are you faced with 
complaints that 
certain rooms in 
a house do not 
heat properly? 


A ND you 
tried to “doctor” 
it up with some 


kind of a“Gadget” I 


or install an addi- 
tional cold air 
pipe or perhaps a 
booster fan. 


ALL Peerless 
Furnaces— Boiler 
Plate or Cast— 
can be furnished 
with compression 
tubes increasing 
the air velocity 


50%. 


The 
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PEERLESS. FOUNDRY COMPANY 
1845-1935 Ludlow Ave. 


Indianapolis, Ind. 















* 
% 


GET the Peer- 
less Agency, and 
cash in on a good 
furnace business 
for 1932. 


SAMPLESare 
ready for ship- 
ment now. 





your literature. 


lr Salesman Should 
Call, Check Here [J 


' I AM interested in 
“Shooting Air from Guns.” Send 
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" Now...they're sold on Copper” 


‘After spending more money for repairs than 
they ‘saved’ by using rustable metal, they 


are sold on Copper sheet metal work.” 


Most home builders and owners know that metal that rusts 
sooner or later causes expense. They know, too, that Copper 
cannot rust... that the name “‘Anaconda” stamped in the metal 
means quality safeguarded throughout manufacture. It is worth 
your while to capitalize this public acceptance. 

Leading sheet metal supply houses carry Anaconda Copper in 
sheets, rolls and Economy strips, and Copper gutters, leaders, 
elbows and shoes trade-marked Anaconda. The American 
Brass Company, General Offices: Waterbury, Connecticut. 


ANACONDA COPPER 
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Our Bread and Butter “Backlog” 


OST of us are familiar with the term “backlog,” a 

word which has been popularized by the steel and 

iron industries who apply the term to work in hand, 
but requiring no particular production rush. 

The warm air heating industry also has its backlog. 

This backlog is gravity furnace heating. It is our 
backlog because during the time we are making forced 
air and semi-air conditioning household necessities, the 
gravity plant must remain the bread and butter of our 
manufacturers and dealers. 

Industrial history shows that industries which forget 
their backlog in the enthusiasm over new ideas and 
new products are more apt to loose their shirts than 
industries which continue to rely on the backlog for 
profit and sales while these new ideas are taking hold 

This rule which manufacturers have found valuable, 
applies just as forcefully to the installer or dealer. 
Like the manufacturer, he is apt to get so enthused 
over air conditioning that he wants to get away from 
work which has lost its novelty through long 
familiarity. 

In furnace heating nothing is so dog-eared as the 
gravity furnace job. Most contractors have installed 
so many of these bread and butter plants that gravity 
jobs fail to arouse any enthusiasm. At the same time, 
these men who have lost interest in gravity work are 
fertile prospects for forced air enthusiasm of the sort 
which leads the contractor to devote his time and ef- 
forts to soliciting forced air jobs. 

This enthusiasm for promoting forced air should 
not be condemned, for if we do not have this enthu- 
sism, forced air and air conditioning can never become 
the necessity we fully anticipate. Nevertheless, the 
contractor must realize that while air conditioning 
offers more interest and should offer greater profits, 
this field has not yet reached the stage where it can 
keep all the thousands and thousands of shops in the 
country in full time work. 

Even the contractor who is determined to follow air 
conditioning all the way through, will eventually under- 
stand that every householder cannot buy air condition- 
ing and that below certain levels of income the gravity 
plant will likely remain the standard heating system of 
America. 


We are fully aware of the feeling that gravity work 
has reached such a cut-throat level that good business 
men fight shy of it, yet the fact remains that there must 
always be owners who want the best gravity system 
they can buy, installed by a reliable contractor who 
knows his business and guarantees his work. 

Such home owners are by no means as few and far 
between as some men in this industry would have us 
believe. The very fact that there comes to the editor’s 
desk many, many letters every month telling about 
gravity installations of the highest class is proof that 
good gravity can still be sold. 

We have said that there can be profits in gravity 
work. We say this because we are firmly convinced 
that there must be thousands of owners and potential 
home owners who appreciate that a first-class gravity 
installation requires sound judgment in design and 
some freedom in cost in order that every requirement 
of comfort, convenience and economy shall be met. 


This class of prospect should increase as air condi- 
tioning grows more popular. Every bit of publicity 
which stresses the features of air conditioning should 
help dealers to sell better and more costly gravity 
installations. 

There is no good reason why the owner of a gravity 
plant should not be as much interested in automatic 
operation as the owner of a forced air installation. 
Both like to lie in bed in the morning and have the 
house at a constant temperature all day long. 


Neither is there any reason why the gravity plant 
owner does not want proper humidity which can be 
supplied just as readily by gravity flow as in the more 
costly semi-air conditioning system. 

And of most importance, there is no sound reason 
why these owners who understand why such improve- 
ments make for greater comfort, convenience and 
health, but who do not feel able to buy air conditioning, 
cannot be made to see that gravity offers these features 
if only they will spend a little more money. 

Is there any good reason why we can’t all picture 
gravity work as an interesting, profitable field of opera- 
tion and forget all the water which has gone under 
the dam? 


























Copper Details of the New 
Ohio State Office Building 


N Columbus, Ohio, there is just 

being completed a new office 

building to house various state 
departments. This imposing struc- 
ture, known as the Ohio State Office 
Suilding, has been in the public eye 
due to an explosion which destroyed 
a considerable portion of one of the 
lower elevations. 

The building is topped with a 
copper highly 
which in point of amount of copper 
details of 


roof, ornamented, 


used and _ interesting 
fabrication and erection is easily 
one of the outstanding metal con- 
tracts of recent months. 

The copper application is being 
handled by The Forshee Company, 
of Columbus, Ohio, sheet metal and 
roofing contractors. Several months 
have been required to fabricate and 
apply the more than 50,000 pounds 
of copper used on the building. 

From a standpoint of poundage, 
the batten type roof is the most 
important part of the Forshee con- 
tract. The photograph of the build- 


ing exterior shows that this roof is 
rectangular in outline and designed 
with two long sides, two short ends 
and a flat deck at the top. 


The Roof 


The wood battens of the roof are . 


placed on 20-inch centers and run 
from gutter to deck molding ex- 
cepting where the roof is broken 
by the dormers. The construction 
of the roof is of standard design 
with pan sheets between battens, 
separate batten covers with special 
shoes for the lower ends of the bat- 
tens and with the pan sheets clipped 
to the battens, as shown in one of 
the details. 

The pan sheets were placed in 
lengths of approximately 18 feet. 
All pan sheets were formed on the 
job in a special shop equipped by 
the contractor. These pan sheets 
were applied so that the seams are 
staggered in alternate bays with one 
full length laid at the bottom of 


one bay, followed by another full 
length sheet and topped out with a 
short length. In the next bay the 
short sheet was placed at the bottom 
followed by the two full length 
sheets. This construction shows 
plainly in one of the photographs 
of the roof. 

The batten covers 
formed in the Forshee shop and de- 
livered to the building ready for 
locking over the pan sheets. These 
covers are in longer lengths than 
the pan sheets and are applied uni- 
formly over the roof. 

The ends of the battens are closed 
with a special copper shoe locked 
into the covers and pan sheets, and 
then soldered. The top of the bat- 
tens are soldered to the deck mold- 
ing which, as shown in the photo- 
graph of the roof, is plain and 
square faced with soldered joints. 

The battens of the roof are two 
inches high, two inches wide at the 
top and 134 inches wide at the bot- 
tom allowing one-quarter of an 


were all 
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inch for pan sheet expansion. 

The four hips of the roof have 
the same square-faced outline as the 
deck mold and battens are soldered 
to the hips with pan sheets and bat- 
ten covers cut to the pitch of the 
hips. 


The Dormers 


The long sides of the roof are 
about 250 feet from end to end. 
Along these two sides window dor- 
mers are let through the roof to 
provide light for the attic. In de- 
sign, these dormers are somewhat 
unusual in that the general appear- 
ance is heavy enough to make the 
dormer a pronounced feature of the 
roof as seen from the ground. The 
construction of the dormer is con- 
crete with wood nailing strips 
placed in the concrete sides for 
fastening the copper siding sheets. 

The top of the dormer is sheathed 
in two pieces of copper brought to 
a flat locked seam along the center 
line and locked at the edge of the 
raised step which forms the center 
of the roof. From this lock a sec- 
ond and lower step is similarly cov- 
ered with a copper sheet, which in 
turn is locked at the edge to the 
third and still lower step which is 
quite narrow. This third step of 
the roof is covered with a turned 
back and up edge of the top siding 
sheet. 
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There are four siding sheets used 
on each face of the dormer. These 
siding sheets are stepped, quite like 
wide wood siding, and secured at 
the bottom edge with slip locks. 
The sheets are clipped along the 
nailing strip. Just how this con- 
struction was accomplished is shown 
in the dormer detail and also in the 
roof photograph. 


These siding sheets are turned 


a 


The batten con- 
struction follows 
customary prac- 
tice, with provi- 


9 


tricate details of the project is the 
ornate copper cornice which sur- 
rounds the base of the roof. In the 
cornice the straight run sections 
shown by arrows on one of the 
photographs were furnished as 
standard stampings, while the 
shields and the corner pieces were 
fabricated in the Forshee shop. 
The cornice is quite ornate with 
deep stampings used in the vertical 











41% 











sion for expan- 

sion and clipped 

pan sheets. Cov- 

ers were especial- 
ly made 


Vv 


around the front face where the 
copper siding is joined to the curved 
and straight copper work which 
closes the window frames. 


The Cornice 


The dormer roof sheets and the 
siding are all soldered to the main 
roof sheets. Roof sheets were 
brought over the dormer roof to 
provide a lap for soldering. 

One of the interesting and in- 


Z°xR" batten Strips 
ON 20° C6. 


leaves which stand side by side be- 
tween the shields and the heavy 
block pattern which lies next to the 
masonry. 

The same deep ornamentation 
also applies to the shields and the 
corner blocks; however, these sec- 
tions were fabricated and _ not 
stamped. 

There are approximately 600 feet 
of cornice around the roof. In all 
there are 32 shields. The cornice 





The batten type roof and copper sheathed dormers behind an ornamental cornice constitute the 
interesting and dominating feature of this modern building. Many shop and field fabrication de- 


tails were involved 
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This cross section 








shows the dormer 
construction and 
backup. Attention 
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Vy Right is another 
| LAW; sectional drawing 
/ of the dormer 
showing how the 


sheathing is ap- 
plied and _fabri- 
cated 


Vv 


and gutter are formed in 20-ounce 
copper as compared with 16-ounce 
used for the roof. 
The details of the cornice are 
shown clearly in the photographs. 
The top two floors and the attic 
of the building are set behind flat 
gutters and decks and a three-foot 
parapet wall. These decks are quite 
large at the ends of the building 


and with the outside face of the 


is called to the 
design of the gut- 
ter and cornice 


ke 


gutters required more than 2,000 
linear feet of parapet wall flashing, 
all made of copper. 


Parapet Walls 


The parapet backing is composed 
of a top flashing sheet, a center 
standing seam section and at the 


| Ht 
|| || 
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bottom a lower flashing which is 
carried over the tile of the deck. 
One of the details shows just how 
this sheet metal backing is applied. 

Note on the detail and in the 
photograph how the top flashing 
sheet is run back under the top 
marble coping. The detail does not 
show that the backup for the face 
of the parapet is brick. In the 
brick vertical nailing strips were 
placed at points behind the standing 
seams of the copper. The backing 
sheets were formed for standing 
seam locks and clipped to these nail- 
ing strips. 

The center section is locked top 
and bottom with the flashing sheets 
as shown in the detail. 

| 
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Below is a photograph of one of 

the parapet wall backings around a 

deck. Construction is shown in an- 
other detail 
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A part of the Forshee contract 
entailed the application of four-ply 
construction waterproofing under 
the walking tile of the decks. On 
top of this waterproofing the tile 
were cemented down and brought 
up in a vertical row against the 
parapet wall. It is over these tile 
that the flashing is carried. 


The Gutters 


The flat deck at the top of the 
roof was covered with four-ply 
built up asphalt roof with a gravel 
surface applied by the Forshee 
company. 

The four sides of the roof end at 
the bottom in a deep copper-lined 
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The cornice is a highly ornamental affair with deeply stamped and fabricated 
sections. The cornice is about the only ornamental feature of the building 


eutter. The back face of this gutter 
and the front face are both sheathed 
in standing seam copper similar to 
the backing around the thirteenth 
floor decks. Drains from this gut- 
ter are all carried down the inside 
of the curtain walls with the gutter 
bottom sloped at intervals for 
drainage. 

One of the photographs of the 
roof show wide straps running from 


the bottom of the batten roof across 
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to the top of the cornice. These 
straps are 1% by 5-inch_ brass 
straps anchored in the concrete roof 
deck and into the cornice. The 
straps are placed on approximate 
8-foot centers. The purpose of 
these straps is to reinforce the cor- 
nice against heavy snow or ice pres- 
sure and impact from sliding snow 
and ice. 

There will also be installed in the 
gutter a steam snow melting line to 
be turned on in times of heavy 
snow. 


Ventilation Sinks 


The gutter is also provided with 
specially designed expansion joints 
all along the bottom and sides. 

One of the interesting features of 
the contract, which does not show 





The sections indicated by arrows are standard stampings. All other sections 
such as shields, corner sections and intermediate panels were fabricated in 
the Forshee shop 
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Left is a cross 
section drawing 
showing the con- 
struction of the 
parapet wall cop- 
per backing. 
These sections 
are stiffened by 
standing seam 
construction and 
seamed top. and 
bottom to the 
flashing. Note 
how the lower 
flashing is brought 
over the walking 
tile of the deck. 
Similar construc- 
tion is followed 
along the gutters 


Vv 


in the photographs, is the method 
of exhausting air and bringing in 
outside fresh air through two large 
sinks in the top roof deck. These 
sinks are about 20 feet square and 
about 8 feet deep. The sides of 
these sinks are sheathed in copper 
fabricated standing seam similar to 
the parapet backing. 

At the floor level where the round 
columns show on the exterior photo- 
graph, there are window depres- 
sions which are lined with 3-pound 
sheet lead pans installed by the 
Forshee company. There are 64 of 
these pans requiring some 2,000 
square feet of lead sheeting. 

The Ohio State Office Building 
was designed by Harry Hake, 


architect, with Frank W. Bail and 
Alfred A. Hahn as associated archi- 
tects. 


























The blower is placed up against the ceiling so that the return duct comes 
straight in from the ceiling level. Discharge is downward into the base of 
the furnace. 


ARM air heating contrac- 
tors and sheet metal work- 
ers who are hesitant in 


tackling large jobs in competition 
with steam may be interested in the 
results of a pitched battle between 
the two systems—with gas as the 
fuel for both—that was completed 
recently in Alabama. The two 
plans were compared, one against 
the other, by the purchaser and the 
order went to the alert warm-air 
men. Furthermore, the purchaser is 
entirely satisfied with the perform- 
ance of the new heating plant. 


The competition started when the 
board of the First Presbyterian 
Church, Talladega, Alabama, de- 
cided that a new heating system had 
to be installed in the church. The 
old one was failing to do the job, 
and the board determined as a re- 
sult of this experience to test the 
various plans presented in every 
way, so that the one selected would 
be absolutely the ideal method for 
the church. 


The church is a long, narrow 
building, of brick construction, ap- 
proximately 140 feet long and 60 
feet wide at the widest section. 
Churches of similar design are to 
be found in thousands of towns 
throughout the country. 


F. W. Holbrook, manager of the 
Talladega office of the Alabama 
Natural Gas Company, interested 
the church authorities in using nat- 
ural gas as the heating medium and 


Warm 


In 


showed them the advantages of hav- 
ing the heating system automatically 
controlled. S. L. Smith, gas com- 
pany engineer, surveyed the church 
and presented his recommendations. 
The problem then arose as to which 
heating system would be the most 
satisfactory: steam or warm air. 


Complete plans for a mechanical 
warm air system were prepared for 
the church board. A similar pro- 
posal for steam was submitted at 
the same time, and the two were 
compared point by point. The 
church board decided upon warm 
air as the least expensive to operate 
and most satisfactory for their 
problem. 

The building presented quite a 





This exterior picture shows the one-story, high ceiling type of building with 
large wall areas and comparatively small windows. 
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problem, for the church auditorium 
is 24 feet high, the difference in 
temperature in the old heating sys- 
tem, between the floor and the ceil- 
ing, running as much as 75 degrees. 
A cold floor—and at the same time 
a tremendous heat loss through the 
roof—was common. Furthermore, 
the only basement was under the 
front end of the church, so the fur- 
nace had to be located there and 
the warm air forced as far as 150 
feet in order to reach the Sunday 
School room at the rear. 





In designing this installation, the 
engineers had a three-fold job to 
undertake : 

1. To eliminate air stratification. 

2. To heat the distant Sunday 
School room without overloading 
the furnace, wasting fuel, and over- 
heating the front part of the church. 

3. To provide an automatic sys- 
tem, using gas. 


Quadrant Volume Dampers 17 all Warm Outlets 
and Cold Air /alets 


Air Defeats Steam 
| Big Alabama Church Job 


By S. H. CADY, JR. 


The heat loss was estimated at 
360,000 B.t.u. from 15 degrees to 
70, with an extra 75,000 B.t.u. for 
starting load. 

The job, of course, required a 
blower to force the warm air over 
the long distance to be covered and 
to insure a smooth, even tempera- 
ture. 

Two Pennsylvania Furnace and 
Iron Co. Industrial Units, in one 
casing, were used, with an input of 
560,000 B.t.u., and developing 435,- 
000 B.t.u. at the bonnet. As the 
units were cased close for blower 
work only, it was assumed that 
under actual test on the job with 
a blower, the efficiency would in- 
crease to 85 per cent rather than 
the 75 per cent calculated. This ex- 
tra 10 per cent, however, was not 
taken into account when the instal- 
lation was designed, and any effi- 
ciency in excess of 75 per cent ob- 
tained would go to increase the 


starting load or safety factor. 

In selecting the blower, it was 
decided that to eliminate air strati- 
fication as much as possible, six 
changes would be needed for the 
24-foot ceiling. The blower selected 
was an 8,000-c.f.m., Type B Furblo. 
The duct work was designed for an 
air velocity of 1,000 c.f.m., the out- 
lets being increased to permit a de- 
livery of 500 feet. Volume dampers 
were used in all warm air outlets 
and return air ducts. 

The plan of the duct system 
shows that a somewhat unusual de- 
sign was followed — introducing 
warm air alongside one wall of the 
auditorium and taking return air 
from grilles along the opposite wall. 
The system contemplates throwing 
a blanket of warmed air up to the 
dead strata of warm ceiling air 
where the incoming air will dis- 
tribute itself across the width of the 
room and be pulled out after cool- 
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Heat is introduced along one wall through inlets placed in the floor. Cooled air is drawn down from the ceiling along 
the opposite wall and returned directly to the blower. This design resulted in a simple and economical duct system. 

















ing through the side wall grilles. 

The plan also shows that the 
warm side of the system is consid- 
erably longer than the return, but 
this is balanced through duct siz- 
ings. Small rooms across the front 
of the building are served’ by 
branches from both supply and ex- 
haust lines. 

The job was completed and 
placed in operation. Several things 
very soon became apparent: 

1. Warm air heat was entirely 
practical for this type of building. 

2. Air travelling at 1,000-foot 
velocity is not noisy if the installa- 
tion 1s properly made, and neither 
is the operation of the blower no- 
ticeable, but a quiet, efficient dis- 
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tribution of heat results. 

3. A cold floor—while plenty of 
heat escapes near the ceiling—can 
be remedied with an_ installation 
using a blower. The system in this 
church reduced the differential be- 
tween the floor and ceiling to 15 
degrees. 

4. The loss of temperature be- 
tween the furnace and the furthest 
outlet (150 feet in this case) need 
not be great. It should be remem- 
bered that in this job the warm air 
ducts were not even insulated, and 
yet the loss was very. small. 

The church board is entirely sat- 
isfied with its new heating plant. 
Also, this first installation of the 
kind in the locality brought mem- 
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bers of the Presbyterian Church 
and many outsiders to inspect the 
church’s new heating plant—the 
best kind of advertising. Accord- 
ing to the contractor, this one in- 
stallation is sure to do more for 
warm air heating in the vicinity of 
Talladega than any other move 
could have accomplished. 

The church members anticipate 
that with a few changes, this sys- 
tem can be used in the summer for 
circulating the air—an_ especially 
important factor in the South where 
very hot weather is to be expected. 
Furthermore, as soon as gas re- 
frigeration is more practical, the 
church will at once consider the ad- 
dition of this equipment. 
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World's Largest Coffee 


known as The Boston Tea 
Party, Boston harbor is said to be 
the biggest tea pot in the world. 
Los Angeles, however, claims to 
have the largest coffee pot in the 
world—and incidentally it has four 
of these coffee pots, all alike and all 


| ion since the little uneasiness 


the same size. 

The coffee pot shown in the ac- 
companying picture is the concep- 
tion of a Los Angeles sheet metal 
worker and was created as a way- 
side advertisement for one of that 
city’s largest coffee roasting and 
wholesale firms. It measures 20 
feet across the bottom and stands 
24 feet high. It is safely moored to 
the top of the building—a wayside 
eating house—by angle-iron braces 
and is artistically colored with green 
and aluminum paints. It is visible 
for about three blocks in all direc- 
tions. 

As an additional realistic feature 
an arrangement has been built in the 
kitchen of the building for generat- 
ing steam which by means of a long 
sheet metal pipe shoots intermittent 
puffs of steam from the spout of 





the kettle. Around the base of the 
kettle flood lights have been placed 
to illuminate the exterior at night. 
By playing upon the spouting puffs 
of steam these lights give a Vesuvius 
effect that invariably attracts the at- 
tention of the motorist. 


It might be noted that the coffee 


This coffee pot 
advertises a way- 
side eating place. 
The pot is made 
of galvanized iron 
painted. Such 
signs are proven 
business builders 
for Los Angeles 
contractors. 


ot—A Sign 


company erects the buildings sub- 
ject to lease, the firm taking them 
over agreeing to use no other kind 
of coffee during the life of the 
lease. 


The pot when all assembled for 
installation weighed exactly three 
and a half tons. 












E published in the March 
28 issue a question sub- 
mitted by B. L. Schwartz, 


heating contractor of Pittsburgh. 
Mr. Schwartz asked why should 
Factor 55 continue to be used. 

From J. C. Miles of the Warm 
Air Furnace Fan Co., Cleveland, 
comes a letter of much interest in 
that it relates some pertinent history 
and keen observations in the heat- 
ing industry. Mr. Miles says— 

“Who started this article—‘Should 
We Abolish the Factor “55”?’ 

“I regard this argument as a per- 
sonal affront as most of the furnace 
men know that this factor ‘55’ was the 
one outstanding and most dramatized 
phase of the warm air furnace engi- 
neering course, which I introduced to 
the warm air furnace industry way 
back in 1923, when furnaces were 
‘guessed’ in and when the ratio of 
inches of pipe to cubical contents was 
regarded as scientific engineering. 

“The factor ‘55’ indicates the num- 
ber of degrees one B.t.u. will raise the 
temperature of one cubic foot of air 
or the number of cubic feet of air one 
B.t.u. will raise one degree, and so far 
as the general run of warm air furnace 
men is concerned, he most assuredly 
should not abolish the factor ‘55.’ 

“It is true that a number of furnace 
men have progressed quite materially 
in the past year, but most of us can 
easily recall when the mention of a 
heat unit was looked upon rather ask- 
ance, and you would immediately be 
accused of trying to ‘high hat’ by the 
mention of B.t.u. 

“I can readily understand Mr. 
Schwartz getting down to the funda- 
mentals of physics as he is a gradu- 
ate mechanical engineer, and quite nat- 
urally would dig deeply into the laws 
of physics for the more technical 
points, such as moleculer weight of 
various gases and vapors, absolute tem- 
perature, barometric pressure, various 


specifics, etc., for proof, and to a col- 
lege graduate these intricacies are usu- 
ally a lot of fun, but we must remem- 
ber that a whole lot of contractors 
have not had the advantage of a high 
school education, and a large percent- 
age of the high school graduates are 
academic rather than technical gradu- 
ates; all of whom are burdened with 
the task of accumulating shoes and 
bread for babies, and with little time 
to study more than the necessary for- 
mulae for calculating the rudiments. 

“Tell me to carry a 22-inch firepot 
down in the basement, and I could 
probably do it, I would at least try; 
but tell me to carry a 22-inch steel 
furnace into the basement, and I would 
not even attempt it. 


“We should always keep in mind the 
fact that the furnace man has no time 
to go back to college, and that if we 
want to help him install better jobs, we 
must not only meet his mind and train- 
ing, but we should do it, taking the 
least possible time from his job. 

“In defense of the factor ‘55’ I chal- 
lenge any man to produce one single 
concrete phase of the warm air furnace 
or its appurtenances that will approach 
the accuracy of the factor ‘55.’ 

“A great mathematician was able to 
prove the electro magnetic phenomena 
but Faraday discovered it, and Faraday 
was not a great mathematician, and 
could not prove it, but he performed 
one of the great services to science, 
nevertheless, and while each space be- 
tween Matthews to Faraday, Faraday 
to Schwartz, Schwartz to the writer, 
and the writer to Bill Jones, the fur- 
nace man, is a long jump, and each 
in his own sphere has his work to do, 
and I can think of no single factor 
that is of more real constructive value 
to the writer, and Bill Jones, the fur- 
nace man, than the factor ‘55’.” 


After reading over the replies 
published, Mr. Schwartz finds that 
some of the calculatitons are seem- 
ingly in error. He says— 


60.8 — 55 
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Should We Correct Factor 55? 


“I read with interest the responses 
from G. A. Voorhees and T. H. Geer 
concerning our question about Factor 
55. Both analyses show thought and 
real consideration of the various phases 
involved in this discussion. 

“Mr. Geer’s mathematics are slightly 
in error when he arrives at a total of 
.0141 < B.t.u. from the equation: 


B.t.u. x 55 





(Reg. Temp.-Room Temp.) 60 
This should be .0131 and is undoubt- 
edly just a typographical error. 

“If we correct Mr. Geer’s further 
calculations for this arithmatical error, 
we arrive at a c.f.m. of 131 @ 10,000 
B.t.u. requirement, with a correspond- 
ing duct area of 47.5 square inches in- 
stead of 51 by his calculations. 

“The difference between 53 square 
inches and 47.5 square inches shows an 
error of 10.4% instead of 4%. 

“Mr. Voorhees’ calculations admit an 
error of: 


560 f.p.m. — 500 f.p.m. 


560 f.p.m. 
“Our own calculations (as indicated 
in our previous article) shows an error 
of: 


10.7% 





= 9.5% by using the factor 55. 

60.8 

“Let us average these results and as- 
sume an error of 10%; with all other 
factors equal. There is nothing com- 
plicated in providing the correction for 
this error. Simply add 10% to the duct 
sizes calculated by the present rules 
which were derived by use of the factor 
55. If you are using any of the many 
charts available which were made up 
on this erroneous assumption (55), in- 
crease your readings by 10%; or else 
make a new chart with values 10% 
greater all along the line. 

“T feel that there is no good reason 
to start off with a knowing error of 
10%, when it is so easy to correct it. 
My thought in raising the question 
about the factor 55 was not to abolish 
it, but to correct it.” 























Cleaning Campaign 
—for Profit! 


F you followed the first article of 
| this campaign, you should now 

be busy bringing your mailing 
list up to date. You should also 
have established a price for your 
cleaning service and you have defi- 
nitely set down just what you are 
going to give for this price. 

Your next question, naturally, is 
—WHAT SHALL I DO WITH 
THIS MAILING LIST? 

If you intend to go after clean- 
ing as intensively as possible, you 
will do two things with this mail- 
ing list. 

1. You will canvass every name 
on your prospect list. 

2. You will send direct mail to 
these HOME OWNERS. 


Which should you do first? 


The First Step 


Many contractors have immedi- 
ately canvassed the names on their 
lists. The concensus of opinion, 
however, indicates that some sort of 
preliminary introductory work 
should precede the canvassing. 


The purpose of this preliminary 
work is to prepare the home owner 
If your canvasser 
calls on a home owner who has 


for your call. 


never heard of you or of your serv- 
ice, he has to introduce himself, tell 
all about the service, explain the 
price and what you will do for the 
owner; in short, there will be 
waste effort. 


You can eliminate much of this 
waste time by first telling the pros- 
pect who you are and what you 
want to do by sending the owner a 
piece of direct mail or a mail box 
stuffer. 

This is where the direct mail 
work comes into the picture. 


A logical question is—what sort 


of first direct mail matter should 
go out ahead of the canvasser ? 

Let us answer this by analyzing 
the problem. The thing you want 
to accomplish is to let the home 


owner know, first, that cleaning his 
furnace will SAVE HIM 
MONEY; second, that you are a 
responsible firm, offering a desirable 
service; third, let the owner know 








CLEAN YOUR FURNACE 


Y i \HE best time to have your furnace cleaned is right 


now when you are doing your spring house cleaning. 


If you have the work done within the next ten days 
you can take advantage of our 


SPECIAL SPRING CLEANING PRICE 


We clean the smoke pipe, the chimney base, 
paint the front of the furnace, remove all dust 
from the basement pipes, and clean all cold air 
boxes and registers. Dust naturally collects in 
the cold air boxes and back of the registers; 
where there are children, all manner of things 
will be thrown there, from marbles to orange 
peels. Cleaning these boxes makes for a desir- 
able sanitary condition. , 

What is more important, we remove every bit of soot 
and carbon from inside the furnace. That restores your 


furnace to the efficiency it had the day it was installed— 
which means a saving in fuel. 


Our representative is calling in your neighborhood. 
He will call on you tomorrow. 


If you would like him to call at some particuar time 
phone us. Our number is 340. 


SMITH AND JONES 


527 Second Avenue 
Phone 340 


KEEP THIS HANDBILL—IT ENTITLES YOU TO OUR SPECIAL PRICE 








Here is suggested copy for a handbill to be placed in the mailbox of a 

property owner. The size can be varied, but about 7 inches by 9 inches is 

suggested so that the type can be set in large sizes. Your printer can set 
this up for you 
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who you are and what you offer; 
fourth, approximately when your 
canvasser will call. 

Just how to get this message to 
the home owner has been worked 
out in different ways. 


Mail Box Stuffers 


One way is through the use of 
mail box stuffers. 

What is a stuffer and what should 
you say on it? 

A mail box stuffer is really a 
handbill. It is one of the cheapest 
forms of advertising and can also 
be placed in the hands of your pros- 
pect at low cost. 

Ordinarily this stuffer is printed 
on colored paper or low cost white 
paper. It is put in the mail box by 
boys you can pick up in your neigh- 
borhood or distributed by compa- 
nies who make a business of such 
work. Ordinarily a large number of 
such mailing pieces can be distrib- 
uted in one day. 

The trouble with a general dis- 
tribution is that the stuffers are 
placed too far in advance of the 
canvasser’s call. 


Synchronize Your Plan 


A better method, used by a large 
number of contractors, is to syn- 
chronize the canvassing with the 
mail box stuffing. This is accom- 
plished as follows: 

Let either the boys or the dis- 
tributing service place only a few 
stuffers each day. Perhaps you will 
find as other contractors have that 
your own canvassers can do the 
work better and cheaper than spe- 
cial men or boys. For example, give 
your canvassers twenty stuffers. 
Assign a number of blocks and let 
them place these stuffers in the 
boxes the first thing in the morn- 
ing. This should not take more than 
an hour of their time. 

After these stuffers are distrib- 
uted, the canvasser can then go back 
over the blocks where they placed 
stuffers the day before and begin 
their canvassing. 


In this way the announcement of 
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carbon. 


time phone us today. 


Don’t Forget Your Furnace 


When You Are Planning Your Spring House 
Cleaning 


A clean furnace is your best guarantee of satisfactory 
and economical heating. Don’t let your furnace go 
through the destructive summer months full of soot and 


We say “destructive” because the moment the heat is 
shut off the soot and carbon on the inside of the furnace 
and the smoke pipe begin to collect moisture. The union 
of soot and moisture forms rust and destructive acids 
which cause large repair bills if allowed to remain. 


Let us clean your furnace without Muss or Fuss while 
you can take advantage of our 


SPECIAL SPRING CLEANING PRICE 


We clean the furnace inside and outside. We 
remove all soot and carbon before acid action 
sets in. We remove all dirt from cold air boxes 
and warm air registers, take all dirt off the 
basement pipes and paint the furnace front. 


Our representative is calling in your neighborhood. He 
will call on you tomorrow. 


If you would like to have him call at some particular 


SMITH AND JONES 


527 Second Avenue 
Phone 340 


KEEP THIS HANDBILL—IT ENTITLES YOU TO OUR SPECIAL PRICE 











This is a second mailbox stuffer. It is suggested that you print on colored 

paper, light enough to let the black letters show easily. Sizes of 7 inches by 9 

inches or larger are recommended. Both this handbill and the one on the 
preceding page are written to tie into Spring housecleaning 


the service is placed in the mail box 
on one day and the canvasser calls 
the following day. The owner is 
not given time to forget that he got 
the stuffer and should also remem- 
ber something about the service you 
are offering. 

This method also provides a dis- 
tinct tie-up between your stuffer 
and your canvass in that you can 
say in effect on the stuffer—We are 
canvassing in your neighborhood. 
A representative will call personally 
tomorrow to explain our service 
and answer your questions. 


This method has been found a de- 
sirable way to keep the owner from 
forgetting your service. The system 
is now used by some of the largest 
house-to-house selling organizations 
in the country. If these firms, from 
years of house-to-house operation, 
find it desirable to bring the stuffer 
and the canvass into close co-oper- 
ation, the idea must have merit. 


Stuffer Design 


Let us say, then, that if we want 
to use stuffers we are going to syn- 
chronize our effort as outlined. We 
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A clean furnace saves fuel 


because... 


the soot deposited on the heating surfaces in- 
side your furnace cuts down the amount of 
heat transferred from the fuel you burn to 
the air that is circulated through your house 


Engineers can tell you exactly 
how much heat you lose when you 
have 1/16” or 14” soot on your 
furnace castings. We can give you 
those figures, if you want them. 


But what you are interested in is 
the simple and understandable 
fact that when there is soot (and 
there is always soot from whatever 
fuel you burn) a part of that fuel 


is wasted because the heat it gen- 
erates can’t do its job of warming 
the air that it circulated into your 
house. 

In other words, you burn a part 
of your fuel without getting any- 
thing for it. The cost of the fuel 
you waste in this way will be far 
more than the cost of cleaning 
your furnace under our special 
offer. 


You will save substantially on fuel costs by phoning us 
for our special furnace cleaning price (good until 
June 1) and by presenting this handbill to our repre- 
sentative who does the job. We'll schedule your clean- 
ing job promptly for the time convenient to you. 


Phone NOW for our special offer 
PHONE 0000 
(YOUR NAME AND ADDRESS) 


Keep this handbill—it entitles you to our special 
price for cleaning your furnace 








This third handbill has considerably more reading matter. It fills the need for 
special stuffers to be sent to people like your old customers who know you 
and probably will take more time to read your message through. This leaflet 
might also be used to stuff into letters, bills, statements to customers, or your 
monthly mailings to old customers or prospects you have already contacted 
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now want to know just what to say 
on the stuffer and how such a 
stuffer should be worded and de- 
signed to get a hearing. 

Let us remember that on stuffers 
we want to save money. This will 
automatically eliminate those tricky 
pieces of literature which cost 
money. Such expenditure can be 
better used for direct mail pieces 
which will not be immediately fol- 
lowed up by a canvasser. 


Remember that all your stuffer 
calls will not catch the owner in. 
Some owners will even make it a 
point to be away from home so that 
they will not have to see the can- 
vasser. For owners in this frame of 
mind a different type of mailing 
piece must be used. A full descrip- 
tion of your service, your firm and 
the savings guaranteed should be 
contained in this piece. Generally 
speaking, easy readibility is essen- 
tial. In other words, your message 
should be in large type, given in as 
few words as possible. 

There is shown with this article 
three typical and successful mail 
box stuffers. These have been used 
practically as shown by a number 
of contractors with excellent re- 
sults. 














Our original intention was to complete this series 
on getting cleaning work in three issues. However, 
so many requests for more detailed information 
have come in that we are revising some sections in 
order to give all facts fully. In the next issue we 
will discuss direct mail literature and return post 
cards. Typical literature and cards will be shown 
together with a discussion of how and how not to 
prepare and mail such literature. 





























A Hip Molding Pattern 


HE development of these 
ie metal patterns was re- 

quested by a reader of the 
ARTISAN. It might be well to state 
in the beginning that the final de- 
velopments of the patterns should, 
no doubt, be in the form of long 
strips rather than that shown by the 
two developments. These strips 
can be easily laid out from the de- 
veloped patterns. Space on the 
drawing does not permit the layout 
of these strips, but the method will 
be considered later. 

An accurate scale drawing of the 
plan and elevation of the hood must 
be made before the two patterns 
can be developed. 

The development of the pattern 
“P” is comparatively simple. This 
pattern, as shown in the elevation 
view, is a quarter of a circle. First 
divide this pattern up into equal 
segments, as shown by the lines in- 
tersecting the outside arc at points 
1, 2, 3, etc., and then bisect each 
segment. Next, lay out a cross sec- 
tional view of this pattern, as 
shown above the development of the 
section “P”’ from the plan and ele- 
vation views. Now develop the 
pattern by developing the segments 
in the elevation view, using the bi- 
section of each segment as the base 
line for scaling distances. These 
bisecting lines are shown in the de- 
velopment of section “P” by the 
dashed lines perpendicular to the 
line 1 to 7. The true distances be- 
tween the lines shown in the eleva- 
tion view are those on the sectional 
view of the pattern shown above 
the development of section “P.” 

We will now explain how the de- 
velopment of section “P” can be 
made using long strips of metal in- 
stead of the odd shaped pieces, as 
have been shown. Take the portion 
of the development 6, 7, 8, & 9 and 
join it to 5, 6, 10 & 11 by making 
the line 6-9 coincide with the line 
6-10. Then join the portion 4, 5, 12 
& 13 to this new piece in the same 
way, etc., till the six pieces have 
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been joined together. Now draw a 
smooth curve through the points 1, 
2, 3, 4, 5, 6 & 7, and also through 
the points on the opposite side of 
the strip. The other parts of this 
development are then joined to- 
gether in the same way, thus mak- 
ing a smooth pattern development 
that can be easily handled. 


Before the pattern “O” can be 
developed, a side view of the pat- 


tern must be drawn. This side view 
is shown by section “O.” First di- 
vide the base line for the outside 
curve 1, 2, 3, 4, 5, 6 & 7 in the ele- 
vation view into six equal parts. 
Now lay out the base for the out- 
side curve a, b, c, d, e, f, g & h, 
shown by the view section “O,” 
using its distance shown on the plan 
view as the length of the base. Now 
divide this base also into six equal 
parts. Next find the projections of 
the base intersections on the curve 
123,4,5.6& 7. 
(Continued on page 45) 
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The wise householder never 
waits for the second leak to 
appear before communicat- 
ing with a competent roof- 
ing and sheet metal concern. 
We are waiting to serve you. 


DEPENDABLE 
Roofing and Sheet Metal 
Work 


SOUTH SHORE 
SHEET 
METAL WORKS 


Phone South Shore 1903 
2214-16 E. 75th Street 


CHICAGO, ILL. 








This is a newspaper advertisement 
published in south side local papers 


66 ET It Rain.” 
Nine years ago, 
South Shore Sheet Metal 


the 
Works in 
slogan as the identifying trademark 


Chicago adopted this 


of the firm and its sales activities. 
In those intervening nine years, 
the slogan has become established 
in Chicago so that the South Shore 
company is known throughout its 
business area by this catchy phrase. 
This slogan is copyrighted, and 
although have been re- 
ceived from contractors all over the 
country who wish to use the slogan, 
the South Shore company has had 
to refuse use of the slogan because 
if one contractor is permitted to 
adopt it others should also be ac- 


requests 


corded this courtesy. 


Use a Slogan 


“This slogan,” John F. 


Brown, president of the company, 


say's 


“has been made the basis of all our 
selling and advertising activities. 





“LET IT RAIN” 


As slogan which a Chicago 


contractor has established 


as a household byword ~ ~ 


We use it on bill boards, in our 
windows, in all our sales literature. 
Our constant effort is to identify 


the South Shore Sheet Metal 


WwW 


Works with this slogan so that ever 
though prospects see the slogan and 
fail to remember our firm name, 
the slogan will be so well estab- 





he roofing and sheet 

metal is bound to do 
some untimely stunt like 
this unless you give it 
careful and alert attent- 
ion. Let us examine it for 
you before the leak ap- 
pears. Dont Wait! Call-- 


Estimates are FREE 


Postage 
Will Be Paid 








DETACH HERE 


THE RAINY SEASON IS 
FAST APPROACHING 


and this is 


OUR ANNUAL,PLEA 


Don't wait until June or July to replace 
the worn sheet metal and roofing on 
your building-- DO IT NOW! 

OUR OFFER . 
A 10% DISCOUNT will be allowed 
on all work Accepted before May 30, 
1932. Time payments if desired. 
Don’t set this card aside, just fill in 
your name and address and drop in 
any mail box. 


and we Pay the Postage 


No 
Postage Stamp 
Ni 











BUSINESS REPLY CARD 


First Class Permit No. 568, See. 3841, P. L. & R., Chicago, Ill. 








South Shore Sheet 


2214-16 





Metal Works, Inc. 


EAST 75th STREET 


CHICAGO, ILL. 








This is one side of a two sided mailing card sent out in 1932. The solicitation 
is for roofing and sheet metal repair work. Note how action is demanded by 
a special discount price 
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lished that we will get the business. 

“We are often asked just how 
this slogan helps us get business. 
Our answer always is—that if we 
can implant in the mind of the pros- 
pect some catch phrase, such as, 
Let It Rain, our continual hammer- 
ing on this slogan will result in 
our firm becoming widely known 
and our services called for. 


Mailing Cards 


“What we aim to do is to get 
the prospect to let us repair or re- 
place the sheet metal on his build- 
ing and then, Let It Rain. Through 
use of this slogan we aim to keep 
our name and our slogan before the 
public, especially all the people who 
live within the area we serve. 

“A large part of the money we 
appropriate for sales work goes into 
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We are Working in | 
Your Block Today! | 
| 
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K “LET IT RAIN” 
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The card above is placed in mail- slogan we have built up an active 


eee prospect list of some 12,000 names. 
P nin - Every one of these names repre- 


sents a property owner. These peo- 
ple who own houses, store and 
apartment buildings are the logical 
users of our sheet metal service. 





reply mailing cards. Through the 
nine years we have been using this 
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nos amt RETURN THIS CARD TODAY | |“ et It Rain” 


Sooner or later they need roof and 
sheet metal repair and replacement 
work. When this work is neces- 
sary we want them to think of us. 

“In order to keep our name be- 
bore these property owners, we mail 
some type of direct mail literature 
to each of these persons at least 
two times a year. Once a year we 
send out a return card broadcast to 
a list of some 50,000 names. This 








‘O34 WUVW JOvVuL 


NIVEL LIT 





ihe Chicago Evening Post 
211 West Wacker Drive 
| CHICAGO 


DSSS SOS SOO SOOO SSSOOSNOS SS SSS SS Saaaaassaae : 














| ‘i, £00 
9009039) ¥ 


SS =e 





FFDS DIS] 2 222 SS SASSSNSSSSSSSISSSSSOS SASSO 














Prices Were Never Lower 


-- Quality Was Never Higher South Shore 






































Gentlemen: - 7 Sheet Metal Works 
Without obligation, you may send your estimator to figure the ii 
work that I have checked below: . 
[] Repair Roof [] New Roof 75th Street and Luella 
(_] Repair Gutters [_] New Gutters South Shore 1903 
[_] Repair Downspouts [-] New Downspouts ‘ea " ray 
: is small newspaper ad tries to do 
(_] Repair Furnace [_] New Furnace jest enn aiasaalt is cians "an 
NAME It Rain” 
ADDRESS PHONE big distribution is not mailed, but 
NO POSTAGE REQUIRED, JUST FILLIN YOUR NAME AND DROP IN ANY MAIL BOX placed in mail boxes. 
“Our advertising and solicitation 
work takes several forms. For in- 
This is the other side of the card shown on the opposite page. The receiver stance, we now use two large 


is given an opportunity to check off the particular kind of work needed. 
Estimates are given without charge 


painted outdoor signs located on the 
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WE ARE REPLACING THE” ne 
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THIS JOB IS A GOOD EXAMPLE OF THE FIRST CLASS 
WORKMANSHIP AND HIGH GRADE MATERIALS 
USED IN ALL OUR WORK! 


PLEASE STOP BY AND INSPECT IT! 





We use Keystone Copper Steel exclusively. 








DETACH HERE 








walls of two buildings. One of 
these buildings is on a busy inter- 
section, above a filling station. This 
sign can be seen for a good many 
blocks, three ways from the cor- 
ner. This sign costs us $15.00 a 
month rental. We do not need night 
illumination because the bright 
lights of the filling station light up 
the sign satisfactorily. 

“We have another similar sign 
near our shop. This costs about the 
same and is equally satisfactory. 

“We do considerable newspaper 
advertising, much of which is in our 
local newspapers. In Chicago, there 
are small weekly and even daily 
papers which circulate only within 
a restricted area. It is in papers of 
this type that we carry such small 
advertisements as are shown in 
some of the clippings which I am 
sending you. 


Play Up Slogan 


“In all these advertisements, no 
niatter how small, we play up the 
slogan. In many instances there is 
little in the advertisement outside 
of the slogan and our name, address 
and phone number. While this may, 
at first thought, seem a waste of 
money, we have found that when 
this type of advertising is tied up 
with all.the other direct mail work 
we do, the reader knows what we 
do and what we offer. We simply 
try to keep the slogan and the name 
before the property owners. 

“Contractors may be interested to 
know that we do not do any cold 
canvassing. We tried this sort of 
work and found it did not pay. As 
a result of our experiments, we 
have settled on a policy of covering 


Above is the back of the card sent 

through a neighborhood where a job 

is in progress. The owner is invited 
to inspect the work 


all our area thoroughly with reply 
cards. When these are filled in and 
returned we follow up the card im- 
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mediately or at whatever time is 
specified, but we do not canvass 
without preliminary mailing. 

“Without doubt our direct mail 
work has brought in the most busi- 
ness at the lowest cost per job. We 
spend a lot of time and thought on 
these reply cards. From our ex- 
perience we know that if we hope 
to get a return we must offer some 
distinctive service and if possible 
offer it at a time when such a serv- 
ice is likely to prove interesting. 

“For example, in the spring house 
gutters and downspouts are pretty 
sure to need some service. Perhaps 
all that is required is cleaning and 
soldering up holes. In many cases, 
however, new lengths of gutter and 
pipe are needed and also attention 
to flashings and roofs. 

“Knowing that the early spring 
is a good time to get such work, we 





No Change in Workmanship 
No Carrying Charges 


Here isa New Wrinkle 
IN THE ASPHALT SHINGLE AND SHEET METAL FIELD 


We will replace all of the sheet 
metal or roofing on your building 


For Only *10.° Down 


ACT NOW! ™«. LET IT RAIN 


OUTH SHORE SHEET METAL WORK 


Incorporated 
2214-16 E. 761m» STREET CHICAGO 


No Change in Materials 
No Interest Charges 





We use Self Valcanizing Shingles and Keystone Copper Steel Exclusively 








a RETACH HERE 





FOR 





—— AND NOW 
YOU CAN 


LET IT RAIN 


$10.90 Down 











Above are two sides of another four sided return mailing card. The drive 
last year, when this was sent out, was for part time payment work 
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make a heavy mailing of return 
cards early in the spring. In most 
of these we call attention to the fact 
that after a winter season cleaning, 
repair and replacement should be 
done before heavy rains set in. We 
call attention to the possible dangers 
from letting such work go without 
attention. We also make special of- 
fers effective within a time limit to 
get the owner to act immediately. 
“We have, of course, had to offer 
terms on work which runs into any 
sizeable amount of money. To in- 
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LET IT RAIN 


SOUTH SHORE SHEET METAL WORKS 


ROOFS AND GUTTERS 


2214 East 75th Street 
Phone South Shore 1903 








This advertisement was used on special pages where all contractors working 
on a particular job advertised jointly. These did not pull very well 


“To our way of thinking, one of 
the most interesting developments 
of this direct mail solicitation has 
been the efforts made to capitalize 
on work in progress. By this I 





Contracting and 
Plant Maintenance 


“LET IT RAIN” 


JOHN F. BROWNE 





SOUTH SHORE SHEET METAL WORKS 


2216 East 75th Street 


South Shore a 
1903 


Another news- 
paper advertise- 
ment. This, like 
the other, takes 
only a small 
space. Two 
things are adver- 
tised—the firm 
mame and the 
slogan “Let It 
Rain.” Consist- 
ency has gained 
recognition for 
both 
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duce owners pressed for cash to get 
their work done at once, we make 
special offers of so much down and 
so much at definite intervals. This 
partial payment plan has assisted 
materially in keeping our forces oc- 
cupied in spite of lack of money. 


The rainbow is not, of course, al- 
ways hanging over the shop of 
South Shore Sheet Metal Company, 
but this illustration is used in some 
of the advertisements 


mean that when we get a job ina 
certain block we place in the mail 
box of all the owners in the same 
block, across the street and for per- 
haps a block or two on either side 
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of the job a special folder which 
calls attention to the work we are 
doing in that locality. As noted on 
a typical card of this character we 
call attention to the quality and 
workmanship on this job. Of 
course, we live up to our reputation. 


“We do roofing work as a matter 
of course. When we are called in 
on a sheet metal repair job we in- 
spect the roof and if we find leaks 
or places where patching should be 
done we recommend such work and 
stress the saving to be made by hav- 
ing the work done while our men 
are on the roof. As a result of our 
efforts to get roofing work, about 
one-half of our jobs now contain 
a full or part contract for roofing. 

“We cannot lay too much em- 
phasis on the idea of adopting a 
slogan. If a contractor will think 
up a short, easy-to-remember slogan 
and use this on all his mail, sales 
and advertising work I feel sure 
that the contractor will find such a 
slogan pays.” 
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Germany Adopts Sheet Metal 


For Exterior Remodeling 


RCHITECTURAL papers 
A have for several months past 
featured the excellent metal 
work being done on German build- 
ings. Details of this work have 
been discussed widely and most 
American sheet metal contractors 
are familiar with the details of con- 
struction and design. 

There is, however, another fea- 
ture of German metal work which 
has not been so widely publicised— 
the use of metal in sheet form for 
covering walls and roofs of old 
buildings. 

In many ways this use of sheet 
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metal conforms with standard 
American practice, but in the use of 
different metals on the same build- 
ing, or, rather, adjoining each other 
on the same wall, German practice 
has advanced beyond us. 

The photographs with this arti- 
cle show some of the construction 
details of a typical “overcoating” 
job in Germany. These _ photo- 
graphs and details were furnished 
by Hans Reinsch, a German inti- 
mately familiar with metal working 
in his country. 

“Most of owners of old buildings 


in Germany,” says Mr. Reinsch, 


JN 


“complain of high maintenance costs 
in frame and masonry buildings. 
Also the problems of weathering are 
as severe in Germany as in other 
countries. In spite of what in 
America would be termed low ma- 
terial and labor costs, renovating 
and repair is an expensive item to 
the average German _ property 
owner. For safety, damaged street 
fronts must be watched for negli- 
gence which may result in injury to 
passers-by. 

“Of course, many remedial meth- 
ods have been perfected, but prob- 
ably the most interesting method 
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From left to right—Stand-up fold, three fold over, lying fold, fold for reversed edge, fold on stiffed forward edge, 


over-pinched border 
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now in use is the fitting of a metal 
covering to the entire building. 
This method of metal sheathing has 
been practiced for many years. 
Originally metal was used on the 
weather exposed sides and repairs 
counted on to keep less exposed 
sides in good condition. 

“Now, however, German archi- 
tects and builders have gone an- 
other step and are specifying metal 
sheaths for entire buildings. 

“These metal walls take several 
forms. For example, roofs are be- 
ing covered with metal shingles, in 
some cases made as individual shin- 
gles, in other cases as_ shingle 
formed pieces of metal several shin- 
gles long or even in strips as long 
as the width of the roof. Other 
forms of roof covering are the 
usual sheets locked by standing 
seams, which here we call ‘stand up 
folds.’ These sheets run from eave 
to ridge. 

“Recently still another form of 
roofing application has become pop- 
ular. In this form the metal is ap- 
plied in long strips across the width 
of the roof with the strips joined by 
a ‘lying fold’ or a ‘three fold over.’ 

“On side walls several methods 


are now in vogue. Perhaps the 
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most pleasing wall is made by ap- 
plying the sheet metal in long hori- 
zontal strips or ‘straps,’ as we call 
them. We can obtain sheets in 
most metals as long as 70 meters. 
In joining the sheets on walls not 
as much attention has to be paid to 
water penetration as on a roof, 
hence we use several types of fold, 
some of which are really more dec- 
orative than utilitarian, yet we have 
found that such exclude 
moisture and have the advantage of 
permitting easy expansion and con- 
traction. Such, expansion is re- 
quired in using zine, which is a 


seals 


popular material, or in using two or 


ee 


Right—A_sheath- 
ed metal job with 
horizontal roof 
sheets locked 
“three fold over.” 
Side “straps” are 
locked with a “ly- 
ing fold.” Note 
the hip construc- 
tion 


Another sheath- 
ing application. 
“Straps” here are 
locked “three 
fold.” The corner 
is fabricated with 
a “stand-up-fold.” 
Note the timber 
scaffolding 
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more different kinds of metals on 
the same wall. Loose joints elim 
inate most of the trouble from dif- 
ferent coefficients of expansion. 

“In most applications the sheets 
or straps are held in place on the 
wall by galvanized sheet ‘clamps’ 
which are turned into the fold and 
nailed to the wall behind the sheet. 

“One of the commonest forms of 
seam is an ‘S-shaped roll.’ We also 
use the ‘three fold’ which is similar 
to your double seam. 

“Another fold is the ‘lying fold’ 
in which the lower edge of the up- 
per sheet is turned twice at right 
angles, while the upper edge of the 





lower sheet is rolled outside as you 
would form a bead. The two edges 
are slipped together and held to the 
wall by the clips. This makes an 
even heavier butt. 

“In many instances, today, we 
are applying metal to outside sur- 
faces without paint. Even where 
copper and zinc and aluminum and 
galvanized iron are used together or 
in combination on a building no 
paint is used. To get an attractive 
appearance we are depending upon 
natural oxidation to color the sheets, 
‘ach to its own peculiar color.” 
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BRANCH TAKEOFFS 
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HE two charts “main and 
ie pipes for equal fric- 

tion per foot of length” shown 
with this article require some re- 
vision when applied to unusual 
problems. 

It must be remembered that these 
charts are applicable where all the 
branches have nearly the same 
length and the same number of el- 
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This diagrammatic sketch shows a typical house piping plan in which branch 
lengths vary considerably and the charts below must be revised 


Diameter of Branch Pipe 
. 10 20 30 


Per Cent. Capacity 
vans ee 
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Per Cent. Capacity 


Here are three typical branch 

takeoffs. The important thing 

to do is to use the same type 

for all the branches in one 
system 


bows, offsets, transition fittings, and 
branch take offs. 

This condition generally occurs 
on the average forced air system 
where the warm air inlets are placed 
above the baseboard at any height 
of from 2 to 7 feet. 

Diagram in Figure 1 is such a 
system, but has two unusual places 
in the piping where the charts will 
not apply. The two positions are 
shown at A and B. At A we have 
an offset in the stack at the first 
floor ceiling and at B we have an 
opening into a basement room and 


Diameter of Branch Pipe 





Above are two charts showing the diameter of branch pipes necessary to carry given percentages of the total air carried 

in the main pipe with the same friction per foot of length. To use the charts, determine what percentage of air you 

want the branch pipe to carry; find this percentage at the left; move across to the right until you intersect the size of 
the main; read directly above at the top the diameter required in the branch 





April 25, 1932 





AMERICAN ARTISAN 


yj WeoNG 


























Correct 











r bi Gea 





The two sketches above show a wrong and a right branch takeoff. Be sure 
all throat radii are the same dimensions 


we note that there are no elbows, 
offsets, or branch take offs, and it 
is obvious that if the chart is fol- 
lowed for the sizing of this duct 
the inlet at B will get more than 
its quota of air. 

Here is the logical place for a 
volume damper and the only one 
needed for the system. It is possi- 
ble to size this run to the correct 
dimensions, but as this incurs some 
complicated formula we advise the 
use of the volume damper for the 
average designer. For those who 
have the necessary mathematical 
knowledge this chart is based on 
the assumption that the coefiicient 


of friction varies inversely as the. 


1/7 power of the capacity. 

As the pressure will vary from D 
to B it is evident that the branches 
C will get more air than D if they 
are both sized the same, but the 
difference will not exceed 2 or 3% 
and may be disregarded. The prob- 





lem for A is more complicated. 
Roughly we should add 10% for 
each elbow and 10% for each 10 
feet of pipe and we have: a; + az 
+ as = 30% to add to the size of 
the duct opening from the main at 
a4. 

We now come to the questions of 
branch take offs. There are various 
designs, some of them shown in 
Figure 2. Any of them may be 
used, but for a given trunk line and 
branches, design all take offs in the 
same manner and with the same 


radius of throat. This is pictured . 


in Figure 3. 
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When we determine the size of 
the branch pipe from the charts, this 
obtained size is the dimensions of 
the opening from the main. Let us 
say we have a main 18x8. Our 
branch size is 6x8 and our main 
continues on at 14x8. Lay the steel 
square as shown in Figure 5 and 
draw the end down until we have 
the dimension 6 inches and we have 
the top dimension of the branch 
opening. The height of course is 
the duct height—or 8 inches. 

The branch from the take off 
may be the same size as the open- 
ing from the main or a little larger, 
but the opening from the main is 
the important item. 

Figure 3 explains the right and 
wrong methods. Some contractors 
complain that the “right” method 
requires a waste of material. Figure 
4 is an example of the method to 
use to save material and obtain the 
best results. 

Make a tentative diagram as 
shown in Figure 1 before making 
the calculations for the duct dimen- 
sions. Prepare a detailed drawing 
of the complete duct system for the 
sheet metal shop and see that they 
follow it. If you subcontract your 
sheet metal work, remember that 
the cheapest contractor is not al- 























Above is a sketch 
showing how to 
design a_ takeoff 
to save material 
and obtain best 
results 
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Left is shown a 
| short method of 








getting the throat 
width when sizes 
have been deter- 
mined from two 
charts shown on 
the opposite page. 





po 


| The height re- 
mains constant 
along the duct 
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ways the best one. In the event that 
changes must be made in the layout 
insist that such changes must have 
your approval. But study all the 
conditions before the layout is made 
and arrange with the plumber, elec- 
trician or gas fitter to work to- 
gether. Make a few changes to 
favor them and see that they make 
more changes to favor you. Your 
system is more important than 
theirs. They may install elbows, 
etc., with no damage to their sys- 
tems. You can not. Be polite, but 
get your system in the best way. 


























BASIC PRINCIPLES 


OF HEATING 





By G. A. Voorhees 


HEAT TRANSMISSION COEFFICIENTS 











Every square foot of an exterior wall 

of this construction will permit 0.27 

- B.t.u. (27/100 of a B.t.u.) per degree 

difference, per hour to pass from in- 
side to outside 


ITH an outdoor tempera- 
ture one degree lower than 
the inside temperature 


(room temperature) and with a 
wind blowing at 15 miles per hour, 
it has been found by experiment 
that the quantity of heat transmitted 
(lost) from a room through one 
square foot of single window glass 
in one hour, is 1.1 B.t.u. 

This is true not only for one de- 
gree of temperature difference be- 
tween inside and outside, but it is 
true for each degree of such differ- 
ence. Thus if the inside tempera- 
ture is 60 degrees Fahr. and the 
outside temperature 40 degrees, giv- 
ing a 20-degree difference, the rate 
of heat loss through one square foot 
of window glass is 20 & 1.1 = 22 
B.t.u. per hour; for a 70-degree dif- 
ference it is 70 & 1.1 = 77 B.t.u. 
per hour, etc. 


Heat Transmission Coefficients 


This value (1.1 B.t.u.) is called 
the “heat transmission coefficient” 
of single window glass. Similar 
coefficients have been determined 





for all the more common types of 
walls, ceilings, roofs—in fact, for 
practically all surfaces through 
which heat is ordinarily transmitted 
(lost) from a room or building. 


The following definition is im- 
portant and should be understood 
by everyone engaged in any class 
of heating work: 

The quantity of heat, expressed in 
B.t.u. per hour, which is transmitted 
through one square foot of a given 
building construction for each degree 
difference between inside and. outside 
temperatures, is called the heat trans- 
mission coefficient of that construc- 
tion. 




















Every type of wall construction has 

its particular coefficient of heat trans- 

mission. The coefficient for this com- 

bination is 0.31 B.t.u. per hr., per 
degree, per sq. ft. 


Such heat transmission coeffi- 
cients for several thousand types 
and thicknesses of walls, ceilings, 
floors, etc., have been determined 
and are published in various text 
and reference books. Abridged 
tables of coefficients are issued also 
by some manufacturers of heating 
equipment and by manufacturers of 
insulating materials. 

The most complete and probably 
the most accurate table is in the 
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“Heating and Ventilating Engineers 
Guide,” a copy of which every pro- 
gressive heating contractor should 
have. It is published by the Amer- 
ican Society of Heating and Ven- 
tilating Engineers, 51 Madison Ave- 
nue, New York City, from which 
office anyone can obtain a copy for 


$5.00. 


Determining Coefficients 


Occasionally a type of construc- 
tion will be met for which no trans- 
mission coefficient is given in any 
published table. In that case, the 
coefficient may often be quite ac- 
curately estimated by comparing 
the actual construction with similar 
constructions for which coefficients 
are published—or it can be more 
definitely determined by computa- 
tion. 

The method of arriving at the 
correct coefficient by computation 
is based on the conductivities of the 
several separate items of material 
that enter into the construction of 
the wall or other heat transmitting 
surface in question. The detailed 
instructions for making the neces- 
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The table on page 3 of this article 
gives 0.25 as the coefficient for this 
wall 











sary calculations together with the 
required data on conductivities as 
determined in tests made by the 
U. S. Bureau of Standards and 
other authorities, are too lengthy to 
be included here, but may be found 
in the Heating Engineers Guide. 

To illustrate the practical use of 
heat transmission coefficients, let us 
suppose we want to know how 
much heat will be lost by transmis- 
sion through 75 square feet of ex- 
posed wall consisting of 1-in. stucco, 
%-in. wood sheathing, 2-in. x 4-in. 
studding, lath and plaster, with a 
room temperature of 70 degrees 
Fahr. and an outside temperature 
of 10 degrees below zero. 

From a standard table of heat 
transmission coefficients we would 
find that the coefficient for this par- 
ticular construction is 0.31, and ac- 
cording to our previous definition 
of such a coefficient it is evident 
that the heat transmission loss 
through each square foot of this ex- 
posed wall amounts to 0.31 B.t.u. 
per hour for each degree of tem- 
perature difference between inside 
and outside. 

With 70 degrees inside and 10 
degrees below zero outside, our tem- 
perature difference is 80 degrees 
and the hourly heat loss will be 80 
xX 0.31 = 248 B.t.u. per square 
foot of surface. Through 75 square 
feet of surface the total loss then 
would be 75 & 24.8 = 1,860 B.t.u. 
per hour. 


Heat Loss Factor 


If we were figuring the heat 
losses of a number of rooms in one 





Coefficients may be figured by add- 
ing up the coefficients of all the dif- 
ferent materials in the wall. The 

coefficient of this brick wall is 0.39 


building, the construction of the 
exposed wall would usually be the 
same for each room; also the room 
temperature and consequently the 
difference between inside and out- 
side temperature would probably be 
the same for each room. Therefore 


it would be a waste of effort to mul- 
tiply the heat transmission coeffi- 
cient by the temperature difference 
as each room is figured. These two 
factors can be combined and their 
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Brick and tile is a combination show- 
ing a favorable transmission—0.27, 
which compares well with wood 




































product multiplied by the exposed 
wall area for each room. 

Thus in the example just given, 
if we had several rooms having re- 
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Here is a popular wall, stucco on 
clay tile. Its ability to transmit heat 
is shown by its coefficient 0.32 








spectively 75 sq. ft., 195 sq. ft., 112 
sq. ft., 88 sq. ft., ete., instead of 
performing the multiplications in- 
dicated by— 
75 X 80 X 0.31 
195 80 X 0.31 
112 X 80 X 0.31 
88 < 80 0.31 etc., 


we would lessen our work and at 
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Stone walls are generally porous— 
mostly through the mortar joints. 
The coefficient of this wall is 0.56 


the same time reduce the possibility 
of arithmetical errors by simplify- 
ing the calculations, thus: 
75 X 24.8 
195 X 24.8 
112 X 24.8 
88 X 24.8 etc. 

The factor 24.8 is the product of 
the two factors 80 degrees tempera- 
ture difference and 0.31 B.t.u. per 
degree heat transmission. This 
product is called the “heat loss 
factor” and it is evident that for 
any type of wall, floor, roof or other 
surface through which heat is lost, 
such a heat loss factor can be used 
to simplify the calculations when 
the heat transmission coefficient and 
the temperature difference are 
known. 


Heat Loss Tables 


Although such tables of heat loss 
factors are seldom published, many 
engineers have prepared them for 
their own use as a convenience in 
making calculations. The accom- 
panying table is a part of one which 
the writer has used for some time 
and has found quite helpful in 
eliminating unnecessary calcula- 
tions. 

Most of the factors in this table 
are based on the transmission co- 
efficients published in the Heating 
and Ventilating Engineers Guide; 
some are taken from other authori- 
ties believed to be reliable and some 
have been obtained by computation 
based on conductivities of building 
materials determined by the U. S. 
Bureau of Standards. 

Following is a table which saves 
much calculation. 


























Table of Factors 


This table which follows gives 
heat loss factors in B.t.u. per hour 
per square foot of exposed surface 
for inside-outside temperature dif- 
ferences of 50 degrees, 60 degrees, 
70 degrees and 80 degrees. Factors 


for other temperature differences 
are as follows: 

For 25 degrees, one-half of 50- 
degree factor. 

For 30 degrees, one-half of 60- 
degree factor. 

For 35 degrees, one-half of 70- 





degree factor. 

For 40 degrees, one-half of 80- 
degree factor. 

For 90 degrees, 1.5 times 60- 
degree factor. 

For 100 degrees, 2 times 50- 
degree factor. 





HEAT LOSS FACTOR 








G 





Sec. 


for difference between S 
inside and outside gt 
ag 
TYPE OF CONSTRUCTION ea ae 
50 60 70 80 3&9 
GLASS SURFACE: deg. deg. deg. deg Tad 
Windows, outside Goons, wlcyligtuis. can. .cscsccicsiccosecc ess sencsntovesincs 55.0 660 770 880 1.1 
Windows with well fitted storm sash.....................2..:.:cecececeeeeeeeeeeeeeees 30.0 36.0 42.0 48.0 0.60 
FRAME WALLS (Figure 1): 
Siding (clapboards or shingles), studding, lath and plaster.............. 22.0 26.4 30.8 $5.2 0.44 
Siding, paper, studding, lath and plaster..................eeeeeeeeeeseeeeeeeeees 190 228 266 304 0.38 
MN I WN I sii ccatonccsep acdetrtacnmeninni 23.0 276 322 368 0.46 
Siding, wood sheathing, studding, lath and plaster.........................--. 13.5 16.2 18.9 216 0.27 
Siding, %4-in. fibre board (instead of wood sheathing), studding, 
I sississtcrracsinnincsnvccricciervtnispiicasiemetineiamaneaammains 1S 13.8 16.1 18.4 0.23 
STUCCO FRAME WALLS (Figure 2) : 
Stucco, wood sheathing, studding, lath and plaster..........202.0.0.........-+ 15.5 186 217 248 0.31 
Same with %-in. fibre board substituted for wood sheathing............ 12.5 15.0 17.5 200 0.25 
BRICK VENEER FRAME WALLS (Figure 3): 
Brick, wood sheathing, studding, lath and plaster.........0.0...202........++- 125 15.0 17.5 20.0 0.25 
Same with %-in. fibre board substituted for wood sheathing............ 11.0 13.2 15.4 17.6 0.22 
STEEL SIDING FRAME WALLS: 
i EO Lee eee 60.0 720 840 960 = 1.20 
ee a nee aR Tne ae any oe 75.0 90.0 105.0 120.0 1.50 
Corrugated iron, studding, plaster board........2...........-.-2-2-ee-ceceeeeeeeeeees 45.0 54.0 63.0 72.0 0.90 
8-IN. BRICK WALLS (Figure 4): 
kg Se a ee Lee nS NT EE GR Oe P 19.5 23.4 27.3 31.2 0.39 
Ne ay NN sansa idscisesnesectcossnceenscsctencceencnins 180 216 252 288 0.36 
A ee ee eT ee 13.0 15.6 18.2 20.8 0.26 
With -in. plaster on 14-in. fibre board, furred.........000.0. ee 9.5 11.4 13.3 15.2 0.19 
12-IN. BRICK WALLS: 
nn NCAR I a insists cbieslidee cellu elisa sslcadN vidaues phe oncdildietines 15.0 18.0 21.0 24.0 0.30 
ens, SO I II sions er ee 14.0 16.8 19.6 22.4 0.28 
Te ee I, I ons ei ces 9.0 10.8 12.6 144 0.18 
With ¥-in. plaster on %4-in. fibre board, furred.......2..2220....2...-.. 7.5 9.0 10.5 12.0 0.15 
8-IN. HOLLOW TILE, STUCCO OUTSIDE (Figure 5): 
eT ie ene nT aE ee eee 16.0 19.2 22.4 25.6 0.32 
I I I i inci. ccccenessntinisecsiisailinesldinlancncaaaii 15.0 18.0 21.0 24.0 0.30 
i ee, ee citdaocuaen 11.5 13.8 16.1 18.4 0.23 
With ¥-in. plaster on 14-in. fibre board, furred. 2 8.5 10.2 11.9 13.6 0.17 
10-IN. HOLLOW TILE, STUCCO OUTSIDE: 
Nn Re Ca NE ici icaicis Sas dccals nian cdeindcegatne eaeapeciigeatedaiels 15.0 18.0 21.0 240 0.30 
a I i iis sisi es ie haters 14.5 17.4 20.3 23.2 0.29 
chee: SOTe RD UNIT, CUO iiss 11.0 13.2 15.4 17.6 0.22 
With ¥%-in. plaster on 14-in. fibre board, furred........0.2.... eee 8.0 9.6 11.2 12.8 0.16 


30 


Sec. 


TYPE OF CONSTRUCTION 
12-IN. HOLLOW TILE, STUCCO OUTSIDE: 


Plaim, wp teberiow Giaialy.. aise vccvcccsciccceneeceene RSs 
i I Nias ssievcecticsacisesslaeinainennccnecsesntiantnnneiaig 
WIR BM MIU NNR, | FUR ii sets cence eentscctcoees 
With ¥4-in. plaster on %4-in. fibre board, furred...........22.22.0.0....----- 


6-IN. HOLLOW TILE WITH BRICK VENEER (Figure 6) : 


EE ee LT ROL Ne eR Re 
ck ERED NEEL EEOC NDR ENOEE Ferran 
OR iscsi ences 
With ¥4-in. plaster on %-in. fibre board, furred..........22..........-- 


8-IN. HOLLOW TILE WITH BRICK VENEER: 


LT ee ne ee: ae me ee 
a rt NN NN a sssiinscaihcrsicadesncsupchcnin san cnieiacinscnnennsonpilid 
re te I, TE a ciisacissccsseciecicice sen tesoainan besavenento 
With %-in. plaster on %4-in. fibre board, furred........2..22222202...2---.--- 


10-IN. HOLLOW TILE WITH BRICK VENEER: 


ST RES nee TTT: ee ene OER 
Te Ne ai cieneecatttsceneeeraccorginsaieieeaesetoaiietnteas 
Te Ne Oe I TUE annonces ssns sce ssnsessinisseteosienepnciicees 
With ¥4-in. plaster on %-in. fibre board, furred.........2.--- 


12-IN. HOLLOW TILE. WITH BRICK VENEER: 


Lg ee eer ey Cane a Oe 
Re I iit tanpaiclciepisicis dato 
Te ee i I, TR inns siisicticetteccineincestrrirnrcrincin 
With ¥4-in. plaster on %4-in. fibre board, furred........2.... 2... 


8-IN. LIMESTONE OR SANDSTONE (Figure 7) : 


ee ee ae eee 
le Se Oe CN isiiiitennscncnnisinmcndianisinineccdeatanes 
to 8 oe 
With ¥%-in. plaster on %4-in. fibre board, furred..........22..22...... 


10-IN. LIMESTONE OR SANDSTONE: 


A eS eee 
bik SR ee Loe een 
Lt | RY nt ee ee 
With ¥%-in. plaster on 4-in. fibre board, furred........020220.222.022....-- 


12-IN. LIMESTONE OR SANDSTONE: 


i a I ssncncaibamaiendcnee tiated tassninba init dein 
ee Se. SEINE OR GUase 
re ee CIN Oe, TI cecilia 
With %4-in. plaster on %4-in. fibre board, furred.........222222..2....-. 


16-IN. LIMESTONE OR SANDSTONE: 


8 NE RRS Aaa) ae ae See ee 
Li Bk. _ CE Ce eee 
Ta es i tainineiteniccsnsinacencrerettterersnnntacneraesticcnreoverennne 
With ¥4-in. plaster on %4-in. fibre board, furred..... 2. 


HEAT LOSS FACTOR 


for difference between 
inside and outside 


temperature of 


60 
deg. 


14.4 
13.8 
"11.4 
9.0 


16.2 
15.0 
12.0 

9.6 


15.6 
14.4 
11.4 

9.0 


15.0 
14.4 
10.8 

9.0 


12.6 
12.0 
9.6 
78 


33.6 
30.0 
19.2 
13.8 


30.0 
27.0 
18.0 
13.2 


27.6 
25.2 
17.4 
12.6 


23.4 
21.6 
15.6 
11.4 


10.5 


18.9 
7S 
14.0 
11.2 


18.2 
16.8 
13.3 
10.5 


17.5 
16.8 
12.6 
10.5 


14.7 
14.0 
11.2 

9.1 


39.2 
35.0 
22.4 
16.1 


35.0 
31.5 
21.0 
15.4 


32.2 
29.4 
20.3 
14.7 


27.3 
25.2 
18.2 
13.3 


21.6 
20.0 
16.0 
12.8 


20.8 
19.2 
15.2 
12.0 


20.0 
19.2 
14.4 
12.9 


16.8 
16.0 


10.4 


44.8 
40.0 
25.6 
18.4 


40.0 
36.0 
24.0 
17.6 


36.8 
33.6 
23.2 
16.8 


31.2 
28.8 
20.8 
15.2 


Transmission 


Coefficient 


a) 
mr DS DO 
WMO Ww > 


0.27 
0.25 
0.20 
0.16 


0.26 
0.24 
0.19 
0.15 


0.25 
0.24 
0.18 
0.15 


0.21 
0.20 
0.16 
0.13 


0.56 
0.50 
0.32 
0.23 


0.50 
0.45 


0.30 
0.22 


—s 


0.46 
0.42 


0.21 


0.39 
0.36 
0.26 
0.19 



































A New Merchandising Idea — 
FILTERS IN GRAVITY SYSTEMS 


E have been hearing much 

these past few months of 

an astonishing new idea— 
the application of filters to gravity 
furnace installations. 

To many of us, this idea may 
come as something of a shock, for 
it upsets another of the basic prin- 
ciples upon which our industry has 
been operating since the formation 
of the research program at the Uni- 
versity of Illinois. 

Nevertheless, so many established 
principles have been upset lately by 
the introduction of new products 
and new methods of using old prod- 
ucts, that the furnace industry is 
pretty well accustomed to view these 
revolutionary developments as mat- 
ter of course and judge them on 
their merits as builders of business. 


That this newest idea holds pos- 
sibilities of vast importance to the 
furnace dealer is easy to visualize 
when we picture the huge market 





This shows the filter box developed 
from experiments on the plant shown 
above 


for this service—the millions of 
gravity furnace installations doing 
service all over the country. And 
when we add to this fact that fight- 
ing dust and dirt is one thing every 
housewife in the country is vitally 
interested in, this idea of filters for 
gravity plants becomes breathtak- 
ing. 

Two developments in research 
have made this new idea practical. 
The first of these is the establish- 
ment of the principle that if you 
present enough filter area to the air 
flow, air will seep through and di- 
minish velocity only slightly. 

The second development is even 
more important because regardless 
of area, most filters designed spe- 
cifically for use with fans will not 
pass air under low gravity velocity 
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and pressure. This second develop- 
ment, then, is the perfecting of a 
new type filter which is so con- 
structed that air can pass through 
under low pressures and velocities 
and at the same time do a filtering 
job. 

A filter of this type now on the 
market was brought out by the 
Owens-Illinois Glass Company of 
Toledo, Ohio. 


Research Development 


This idea and the filter has been 
under test by a number of practical 
heating contractors in several locali- 
ties for months. The things they 
have found out about the proper ap- 
plication of the filters, the proper 
filter area, the best placing of the 
filter units in a typical return air 
system, and how to sell the idea to 
the housewife, can now be related. 

When we applied filters to fan 
systems the area of the filter had to 
be only slightly larger than the area 
of the fan intake or of the return 
air area. With the fan pushing air, 
the filter area was not so important. 


Working on gravity, however, 
these principles will not hold true. 
The principle of gravity application 
is to provide so much filter area that 
air can take longer to work through, 
meanwhile keeping sufficient air al- 
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For open basement return this filter case proved efficient and compact 


ways going through to maintain the 
velocity and pressure necessary to 
keep air moving through the casing. 
Months of testing on all kinds of 
gravity systems has established the 
general principle that the filter area 
must be approximately five times 
the total warm air pipe area. If this 
ratio is maintained, there will be no 
measurable resistance to air flow. 
The application of this principle 
of filter area, required months of 








The piping system of the house on which the tests were run P ? 


experimenting to workout the most 
economical and practical means for 
housing the filters. Just placing the 
filters end to end or back to back 
did not do, because so large an area 
made a highly unsightly cabinet in 
the basement. Many types of hous- 
ing were tried, resulting in a square, 
box-like cabinet which is made a 
part of the return cold air pipe. 
This box cabinet or boot is placed 
as high on the return air pipe as 
possible to get it off the floor and 
out of the way. 


Standard Code Job 


One of the photographs of an in- 
stallation made shows just how a 
five section filter boot appears. The 
construction of the boot is very 
simple. The photo also shows how 
the filters are placed in the air flow. 
The arrangement can be varied to 
accommodate three, four, or five fil- 
ters, depending upon the size of the 
return. 

One installation in particular has 
been made the subject of highly in- 
teresting tests. This installation is 
shown in the photograph and also 
in the floor plans of the house. It 
is a typical small residence, having 
a gravity system which works sat- 
isfactorily. The only change made 
in the system was the incorporation 



































34 


of the two filter boots in the two re- 
turn air pipes, as shown in the pho- 
tograph. 

General details of the system are 
as follows: 

Description of. residence: Two 
story and basement. Ceiling heights : 
Basement, 7 feet; first floor, 8 feet 
8 inches; second floor, 8 feet. Out- 
side wails: 4-inch brick with paper, 
sheathing, studding, lath and _plas- 
ter (brick veneer). Ceiling with 
lath and plaster, no floor nor insu- 
lation above. Windows: Steel case- 


ments. 


Establish Area 


Warm air leader pipe sizes deter- 
mined by the following standard 
code formulas: 

Glass surface divided by 12. Out- 
side wall surface divided by 68. 
Ceiling area divided by 50, and cubi- 
cal contents divided by 800. Total 
multiplied by 9 on first floor, and 
by 6 on second floor. Fifteen per 
cent added to rooms having north- 
east and northwest exposures, and 
10 per cent added to bathroom. 

Return air taken from two loca- 
tions in living room and from one 
place in dining room, all returned to 
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The first floor 7 
plan shows an 
average house 
with a well bal- | 
anced supply and 
return system. 
Complete data on 
the house and for 
the heating sys- 
tem are given in 
Table I. No re- 
turns are taken 
from the second 
floor 
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what effect the filters had. These 
results are tabulated in Table II. 

Four separate readings were 
made with bonnet temperatures of 
181, 183, 185, and 188. During the 








tests the outside temperature was 28 
degrees and inside temperature 71 
degrees to 73 degrees, average tem- 
perature difference 44 degrees, wind 
velocity 12 m.p.h. from northwest. 


These tests establish two impor- 
tant facts. First, is the fact that 








TABLE I A St 
Reqd. _ Pipe hee register velocities are reduced to a 
Glass Wall Ceiling Contents _ pipe size pipe very slight degree which means that 
Room sq.ft sq. ft. sq. ft. cu. ft. area used used z 
ie : 5 the rooms will be adequately heated 
ON ne eee 84 408 54 2281 153 2-10 158 - 
Danie _.......... 26 178 if 1071 63 1-10 7g and also the air will be cleaned. 
— sssessessnsseesenenenees by p- 9 A : = Second, if this house is consid- 
oa Me 1 170 138 1104 48 1-9 63 ered typical, the tests show that the 
_ ae einem + ne ae _ Pes . . furnace man now has something to 
2 DUGG “aniuasiedahacsmes se “ J “ x . ‘ ‘s . 
Tig CRE i 6 112 49 392 39 1-9 63 sell which has an almost limitless 
Totals..........---.-...- 472 588 (Continued on page 45) 
furnace through one 18-inch and 
: , : TABLE II 
one 20-inch pipe, the two having a ‘ , 
; ; Vel. Vel. Vel. Percentage 
combined area of 568 inches. f.p.m. f.p.m. loss f.p.m. loss f.p.m 
ie ith Type: Size with without with with 
seat steel, 24 inch se re : Room reg. reg. filters filters filters filters 
OE END See Pe Say oe Lives Mo. 1... FL 10x12 123 127 4 3.1 
inches. Complete data is given in Living No. 2... FL 10x12 187 189 2 1.0 
Table I int) oe BB 10x12 136 142 6 4.2 
. . Kitchen ............ SW 9x12 163 168 5 2.8 
Before the filters were installed, I SW 9x12 155 157 2 1.3 
: : 2 Bed No. 1........ BB 9x12 60 62 2 Fas 
air tests were conducted to estab Bed No 20 PB 9212 99 108 5 34 
lish operation date. Then the filters Bed No. 3........ SW 9x12 165 169 4 2.7 
were installed and while the system Bath 0... SW 9x12 122 128 6 4.7 
operated under similar conditions Totals........ 1210 1250 40 31.1 
or 3.46 


other tests were run to show just 











hat Is 


erchandising r 


By Mat. 


¢¢6 PUST What Is Merchandis- 

J ing?” Is it newspaper ad- 

vertising? Is it house-to- 

house canvassing? Is it the mailing 

of thousands upon thousands of 

highly colored, finely printed fold- 
ers? 

The answer is NO! It is not any 
one of these things. It is a sys- 
tematic plan which may involve one, 
two or all of these things. 

But, above all, it is a studied plan 
which is based on your financial 
standing and the requirements of 
your community. When business is 
booming, plans are often forgotten. 
Everyone seems to get business— 
some without perceivable effort. 
But when the boom is over, the con- 
dition is different. 


Who Is at Fault 


Men! the furnace industry is the 
most backward of all industries. 
Why? Is the manufacturer at fault? 
I answer YES, when it comes to 
taking the dealer into consideration. 
Too many manufacturers are care- 
less in selecting their outlets. They 
have let too many alley rats act as 
contact with ’Mr. and Mrs. Public. 


Is the dealer at fault? And, again 
I answer YES! Why? Because as 
a whole, the dealer refuses to bring 
himself to the standard of a pro- 
vider of health, comfort and con- 
venienice. 

Are the merchandising men at 
fault, and the answer is still YES! 
They have overlooked one impor- 
tant item. That you must be sold 
on the very thing which is the vi- 
tality and the life of your business. 
They have been too busy telling you 
of the weight of their units—of the 
price and extended terms and have 





Friedman 


not spent enough time in telling you 
that no matter what the weight, the 
cost, the terms, if you do not sell 
the consumer, then there is no busi- 
ness. They took it for granted that 
YOU, not they, should ask for these 
essential items of business. 

Here’s a simple outline of what 
you should do. 

Now: 

1. Clean up your places of busi- 
ness—by “clean up” I mean use the 
old reliable soap and water. In 
cleaning up, I mean every part of 
your establishment—outside, inside 
walls, floors, windows. 

2. Arrange your windows to at- 
tract, to interest, to draw the passer- 
by into your establishment. Almost 
any manufacturer in the industry 
will assist you in this. But, whether 
you ask his assistance or not, do not 
clutter that valuable asset, your 
windows, with loads of elbows, 
sheets of metal and fittings and 
what not. Make them neat. 

3. Arrange the store interior so 
that a prospect knows he or she is 
in a place of business and not lost 
in a forest of furnace and gutter 
fittings. An ideal arrangement, 
when the space permits, is to divide 





7 X\ 
Merchandising means selling 
according to a program. In 
this program you: Display 
your services or your prod- 
ucts; Advertise in newspapers, 
on billboards, by handbills, 
by direct mail literature, over 
the radio, over the telephone; 
Sell personally, through can- 
vassers, through salesmen, in 
your store. When you com- 
bine these three activities in a 
program, and follow the pro- 
gram, you are merchandising 


P 
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the place into three parts: 


1. An office. 
2. A show room. 
3. The shop. 


Another is to combine the show 
room and office. The requirements 
for the show room are the furnace 
or furnaces, a small desk or table, 
chairs, a few pictures, a sales port- 
folio, a register panel and an ac- 
cessory or two, and a rug or lino- 
leum on the floor. For the office, I 
need not make any recommenda- 
tions. The shop and stockroom, of 
course, must be neat, and as for 
tools, etc., you know more about 
that than I do. 


Use Advertising 


4. Advertising: At this point, 
you must be guided by the amount 
of money to be invested. Let’s list 
the types: 

Newspaper, Direct Mail, Movie, 
Billboard or Outdoor, Radio, Hand- 
bills, Fairs and Shows, Directories. 

I believe it is safe to eliminate 
radio without further thought, for 
taken in its entirety, the dealers in 
this industry can’t stand the invest- 
ment required for this type of ad- 
vertising. 

Directories, meaning the phone 
book, architects’ catalog, etc., can 
be recommended. However, if you 
do decide on such form, I believe 
that whether the ad be one inch 
or one page, real thought should be 
given to its makeup. Why wouldn't 
it be worth while to tell the manu- 
facturer you represent what you 
want to tell the readers of the direc- 
tory and have him in turn have his 
advertising department or agency 
make you up an ad or two which 
will work for you? In this way, 
your advertising expenditure can 
be made to pay a profit. 

Newspaper Advertising—Here’s 
an important item in the advertising 
budget. Many men of this industry 
say it does not pay—I say it does 
when properly applied. Nearly 
every manufacturer in this field is 
in a position to supply in plate or 
mat form ads for the dealer’s use. 
Some go so far as to offer to pay a 
share of such advertising. In some 

(Continued on page 40) 
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ESTIMATING 


VS 


GUESSTIMATING 


think that 
to request 
the equip- 


OME 
the proper 
quotations from 


contractors 
time 


ment manufacturers is just as soon 
as the plans are received, so that 
by the time the “take-off” is com- 
pleted, these quotations will be on 
hand for the assembled bid. How- 
ever, as the estimator becomes more 
experienced, he will learn that it is 
well to hold off on his request for 
quotations, for various strategic 
reasons. 

If you are the first contractor to 
secure plans, you will very likely 
be mobbed by equipment salesmen, 
who find it more convenient to do 


VENTILATION ESTIMAT 


Architect 


___. Engineer 





— ~ General Contractor 


___ Estimator __ 














Page 1 of the ventilation estimate sheet lists all the equip- 
ment ordinarily used. Space is provided for a cost entry. 
When the sheet is filled in all equipment should be 


accounted for. 


E 


Date Figured 


their work in your office than in 
that of the architect. It may be that 
you possess certain advantages for 
doing the job that will cause your 
competitors to redouble their efforts 
to underbid you, if they learn that 
you are figuring the work. 


Assembling the Bid 


Then the architect may call for 
certain revisions on the work, be- 
tween the time he issues the plans 
and the. date for submitting bids. 
Many costly mistakes have been 
made by having two or three quo- 
tations on the same job in the job 
folder and using the wrong one in 


SHEET No. 1 





(Part II) 


By S. T. MAYTER 


assembling the bid. If you have 
only one quotation, based on the 
architect’s latest revised require- 
ments, this element of error is re- 
moved. 

With these equipment quotations 
at hand, we are now ready to as- 
semble the bid, listing the various 
items at cost on the Ventilation 
Estimate form. This form was de- 
veloped and has been used for both 
simple and complex installations. 
Every item should be carefully 
checked with the specifications. 
Those items not required on the 
job should have a line drawn 
through the cost column, to show 





Carned Forward 
33. Erection of Fans 


34. Erection of Motors 


35. Erection of Engines 


rection of Vento 





rection of Acro Fin 

















iping—Air Filter 





Concrete Foundation 
Steel Grillage 


Painting | Coat Work 





4 
u) 
47, 
48. Painting 2 Coat Work 
49, Painting 3 Coat Work 
SO. Painting Apparatus 
Si. Covering Magnesia 
$2. Cov Air Cell 
53. Cov Cork 
54. Covering Linings 
55. 
on E 
57. 
8. Ventilation Permit 
59. Railroad Fare 


W. Board & Expense 








Page 2 is for special labor operations performed in con- 

nection with placing equipment. 

course, will be subcontracted out but their costs should 
be listed nevertheless. 


Some of these items, of 
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Carries d Forward 
_73._No. 26 Galv. Iron Ducts 
. No. 24.Galv. Iron Ducts 


75. No. 22 Galv. Iron Ducts 


78. No. 16 Galv. Iron Ducts 


No. 12 Galv. Iron Ducts 
10 Galv Ducts 
Black ucts 

“4 k Ducts 

No. 12 Black Iron Ducts 
10 Black Iron Ducts 





» Galvanized Angles 


7. Black Angles 


Range Hood 








Ww 
Wi2. Access Doors 
103. Duct Sleeves 
a 4. Lead Work 7 
105. ie 
106. 
107, 
108, 
109. 
110. 
Ml 
112. Total Sheet No. 3 


On sheet 3 all metal fabrication from the duct takeoff 

sheet is recapitulated. There are, also, itemized spaces 

for all the items requiring special fabrication, special 
metals, or sundry parts and accessories 


that they have not been omitted 
through carelessness. Such items as 
are required that are not listed on 
the form can be inserted in the 
blank columns, and priced accord- 
ingly. 

The final items on sheet number 
four are determined by the policy of 
the firm submitting the bid. 


It is not our purpose to discuss 
the proper percentage to be figured 
as overhead. This subject will al- 
ways provide lively discussion 
among contractors, whenever it is 
brought up. 

We wish to emphasize the im- 
portance of definitely stating the 
amount of the surety bond you have 
figured, and also the amount you 
have included as your share of the 
pro-rata expense of the job. 

Some architects and general con- 
tractors have no mercy on the sub- 
contractors, frequently levying ex- 
cessive charges on these items, when 
the sub-contractor neglected to state 
the amount he had included in his 
bid to cover them. These items have 
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REMARKS:- 








frequently cost the ventilating con- 
tractor a large slice of his profit, 
and there was nothing he could do 
except pay them, and resolve to be 
more careful in the future. 

With the bid totaled, ready for 
dictation, comes the time for the 
estimator to FORGET something. 
This thing he should forget, if he 
values his future standing with the 
architect, is to tack on to the bot- 
tom of his bid an unsolicited -alter- 
nate, offering to reduce the bid if 
he is permitted to substitute some- 
thing other than the architect speci- 
fied. 


Don’t Substitute 


This annoying practice on the 
part of contractors frequently 
places the architect in an embar- 
rassing position before his client, 
to whom he submits the bids. The 
client or owner naturally questions 
the judgment of the architect in 
specifying a higher priced item. 
There is, perhaps, nothing a con- 
tractor does that an architect re- 
sents more than the habit of sub- 





On sheet 4 all costs from sheets 1, 2, 3 are brought back. 

To these are then added all items of overhead, insurance, 

fees, etc. There is also space for special items. When this 
sheet is totaled, all job costs are ready for the bid. 


mitting unauthorized alternates. If 
you have an idea that will reduce 
the cost of the job, submit it to the 
architect informally beforehand, 
and find out whether it will be fa- 
vorably received. 

Most architects specify the day 
and hour for receiving bids, when 
giving out plans. There is no par- 
ticular advantage for a contractor 
in handing in his bid several days 


“previous to this date. In fact there 


is great danger that handing in your 
bid too soon is a positive detriment. 

In spite of the care exercised in 
most architects’ offices to prevent 
information concerning bids leaking 
out, such leaks have been known to 
occur. Your bid may lie, opened 
upon a desk, for only a few min- 
utes, but may, nevertheless, reveal 
essential information to some one 
who can make use of it. Sudden 
revisions after you have submitted 
the bid may cause confusion in the 
architect’s office. Perhaps they may 
use your original bid in place of the 


(Continued on page 45) 









































Attic Supply and Trench Return 
Used in One-Story Observatory 


N 1930, the Detroit office of the 
Hess Warming and Ventilating 
Company of Chicago installed a 

forced air heating system in the 
Cranbrook Observatory. This in- 
stallation contained such unusual 
features and problems that the sys- 
tem has been carefully watched 
since operation began to see if the 
design met the conditions imposed. 

Results from two winters of op- 
eration show that the system meets 
every need of the occupants and 
that forced air is entirely practical 
for installations of this type. From 
this installation some interesting 
conclusions may be drawn. 

The conditions imposed by the 
architectural design of the building 
were so unusual that both archi- 
tect and the school authorities had 
to be convinced that a forced warm 
air system was practical. In outline, 
the building is a hollow square, with 
four sides around an open court. 
The building is one story high with 
a low attic and no basement exca- 
vation under most of the building. 

In order to supply large volumes 
of air to the rooms and bring the 
cooled air back to the heater, attic 
supply ducts and trenched returns 


were necessary. It was this use of 


an unheated attic and cold trenches, 
coupled with large exposed wall 


areas which necessitated careful de- 
signing by the contractor. 
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Return air is passed through a filter bank and into the fan room, which is 
completely walled off from the furnace. One large riser off the furnace is 
split into two mains at the furnace room ceiling 
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Now that the system has proved 
its practicability, the design seems 
logical enough, but at the time the 
contract was up for letting these un- 
usual factors caused some concern. 

In the area under the building one 
room for the heater and a small 
toilet room are the only basement 
excavations. The large Hess heater 
is so placed that one large supply 
main is taken off the bonnet and 
split at the library floor level into 
two rectangular risers. 


Supply System 


At the attic floor level these two 
risers feed into two trunks which 
go in opposite directions. Each of 
these mains traverses two sides of 
the building, with a single end 
branch from the largest main sup- 
plying air to one room at the end 
of the side supplied by the smallest 
main. This arrangement is shown 
in the piping plan. 

The total heat loss for the build- 
ing is 586,714 B.t.u. The heater has 
a capacity of 750,000 B.t.u.’s at the 
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‘BASEMENT-x% FOUNDATION: PLAN 

















Returns are under the first floor and through unexcavated areas. The return 
ducts are not insulated and are progressively enlarged from branch to branch 
according to friction per a foot of duct 


The warm air mains are caried into 
the attic, then along the attic floor 
to discharge through ceiling regis- 
ters located approximately in the 
center of the rooms. This plan 
shows the piping system 


Vv 


grilles or more than enough reserve 
to meet unusually severe conditions. 
The system is designed for a tem- 
perature rise of —10 degrees to 70 
degrees. 

Anything but a forced air system 
was, of course, out of the question. 
To maintain air flow into the dis- 
tant rooms, two blowers with a ca- 
pacity of 6,000 c.f.m. were used. 
Fach of these blowers is powered 
with a 1%4-h.p. motor connected by 
a rope drive and anchored through 
a sliding bases. The blowers turn 
at 650 r.p.m. 


Branch Supply 


The blowers are controlled by an 
automatic furnace switch installed 
in the bonnet and set to maintain 
the desired register temperatures. 

Supply to the various rooms is 
registers fed 


through ceiling 
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through short branches from the 
attic main. The main is so located 
that the registers come approxi- 
mately in the center of each room 
ceiling. The main is reduced pro- 
gressively according to friction loss 
as each branch is reached. Duct 
work in the mains is of 24 and 26- 
gauge galvanized iron and is not 
painted in the attic. Each branch 
has a quadrant damper for control 
and to aid in balancing the system 
after operation began. Few changes 
have been made in the original set- 
tings in spite of wide differences in 
weather this past winter and the 
winter before. 

As stated, the return system is 
mostly through unexcavated areas. 
Because cold air is advantageous in 
return, even though too cold air in- 
creases the load on the fans, the 
mains through the trenches were 
not insulated. This, of course, in- 
creases fuel cost by increasing the 
temperature range to be heated in 
the furnace, but results during two 
winters of heating show almost no 
excessive fuel cost. 

The two return mains run simi- 
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larly to the two supply mains, ex- 
cepting that the returns in one sys- 
tem are kept close to outside walls 
so the grille drops are vertical and 
short. Returns from the rooms are 
through floor grilles located at out- 
side walls, excepting in one of the 
returns where inside or court walls 
are used. The reason for placing 
this return along inside walls was 
to avoid the toilet room in the base- 
ment. 


Return System 


Both returns are brought to one 
wall of the fan room. As shown 
in the heater room detail, this fan 
room is divided into two parts by 
a wall of filters. Air from the build- 
ing is all brought into one end of 
the room, passes through the filter 
bank and enters the fan section of 
the room. This fan room also has 
an outside air intake which is oper- 
ated manually. Excepting for the 
entrance door, this return air cham- 
ber is air tight for cleanliness. 

The toilet in the basement is 
heated by an individual run without 
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any return. This shows in the base- 
ment piping plan. 

Two conclusions may be drawn 
from the satisfactory operation of 
this system. First, supply and re- 
turn through unheated areas is en- 
tirely practical providing the de- 
signer takes into consideration the 
heat loss from the supply. In this 
particular installation the heat loss 
from the two supply mains, crossing 
as they do along unheated attic area, 
is high, but by stepping up the ve- 
locity to six air changes per hour 
and providing plenty of heat by set- 
ting the fan control at a high tem- 
perature, this loss is overcome. 

Secondly, this system demon- 
strates that even under unusual ob- 
stacles, forced air heating is eco- 
nomical and practical. In this in- 
stallation satisfactory heat is sup- 
plied to rooms a long distance from 
the heater, a set up which ordinarily 
would be considered ideal for a 
steam plant but not warm air. We 
may say, then, that forced warm air 
adequately designed is _ flexible 
enough to meet the unusual prob- 
lems. 


What Is Merchandising ?—<(coninued trom Page 35) 


cases, such ads lack the consumer 
angle, but, in many cases, you can 
feel sure that these ads will do the 
work, 

Then, for dealers who desire to 
use small space of their own, allow 
me to recommend a true study of 
the use of small space. Small space 
must be attractive to gain attention 
over the big boys next to it. It 
must be forceful, yet brief, because 
small space will not permit the use 
of many descriptive lines. Above 
all, it must be used consistently. 

Movie slides in small towns will 
effectively tell your story while the 
prospect is in a pleasant mood. The 
small town theatres will make you a 
very attractive rental price for run- 
ning these, and I will bet you a 
pretty penny the furnace manufac- 
turer whose units you sell will sup- 
ply three or four styles free—try 
and see! 


Billboards can be passed up for 
the present as those to come under 
isolated cases. Outdoor advertising, 
however, is important. No job, 
whether it is cleaning, repair, re- 
placing, or installing a new furnace 
should ever be done without an ap- 
propriate sign in the yard or on the 
building to tell neighbors of your 
ability—your trucks should be roll- 
ing signs. Every job you do should 
act as an entre to other jobs. 

Fairs and Shows—Many adver- 
tising men question the desirability 
of exhibiting at such places, but I 
say to you—the smaller the town, 
the better the show. Whenever it’s 
possible, get in them. But, before 
going there, get together with the 
various manufacturers with whom 
you are doing business and plan a 
real exhibit. Don’t do a half-hearted 
job—dress up your display-—have 
plenty of literature with your name, 


address and ‘phone number. Sell 
yourself and your product to every- 
one who stops to look. 

Direct Mail—Before saying any- 
thing on this, however, let us re- 
member that 100 good prospects for 
mailing are better than 1,000 ques- 
tionable ones. In the case of mail, 
in most cases, it would be better to 
turn to your manufacturers for they 
can give you many suggestions that 
are valuable and they can supply 
direct mail material far better than 
any of you could dare to produce in 
the small quantities you would need. 

These plans are merchandising, 
and to get business this year, you 
must decide where you are going 
and go by the most direct and most 
economical way. It’s the planner, 
not the panner who will lead the 
Warm Air Heating and Sheet 
Metal Industry up and out of the 
shadows of the alley. 
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Illinois Talks Business—and 
How to Get It in 1932 Convention 


UESTIONS of business— 

how to get it, how to keep 

it, how to protect the inter- 
ests of the sheet metal and furnace 
constractor, what can be done to 
stimulate construction, how local, 
state and national associations can 
help the contractor —these and 
problems of a similar nature domi- 
nated the Illinois State Convention 
held April 6 and 7 in Peoria. 


And while attendance was off, 
somewhat, the intense interest in to- 
day’s problems more than made up 
for the lack of larger attendance 
and sent members back home with 
renewed determination to see this 
condition through and be present at 
the end, still fighting. 


President’s Address 


The keynote of this year’s con- 
vention was sounded early the first 
morning in the address of Frank I. 
Eynatten, president. Not only did 
he raise many of the questions 
which dominated the following ses- 
sions but he clearly outlined the 
problems and some possible solu- 
tions and stimulated discussion 
which proved a feature of the en- 
tire meeting. 

Among the many _ important 
points raised, Mr. Eynatten said: 


“The lack of building construction 
is serious in its effect on present de- 
pressed conditions, as evidenced by a 
comparison of reports from various lo- 
calities. Of all the remedies suggested 
to overcome the condition, I think 
steps looking towards the reform of 
our whole tax system are first in order 
that there might be some correlation 
between national and local tax. 


“There are already manifestations 
that tax payers have reached the limit 
of their patience, for here and there 
we hear of tax payers meetings and of 
the inability of people to pay the taxes 
imposed upon them. This question of 
taxes is perhaps the most important 
domestic problem facing us today and 


every effort should be made to reduce 
local, state and governmental expendi- 
tures to the lowest possible level. 

“Already the prices of building ma- 
terials of all classes have been greatly 
reduced and labor has, in a great many 
places, taken a voluntary reduction in 
wages averaging approximately 20 per 
cent. In cities where no reductions 
have gone into effect it will in another 
30 days or on May 1 when the various 
present agreements expire. 


“Another element of danger is the 
eager contractor who cuts his price in 
order to obtain what little work there 
is at present. Remember, every con- 
tract that is taken, every sale that is 
made at a profitless price, retards the 
return of prosperity. Profits are essen- 
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tial to the continuance of our economic 
system; without them the machinery of 
trade runs down and results in business 
stagnation such as we are now ex- 
periencing. 

“A fair return to the craftsman for 
his work; to the engineer for his skill; 
to the contractor for his executive 
ability, and to the manufacturer for 
his product is essential to business 
health. Ask a reasonable price with a 
correct profit for your commodity or 
your services and then stick to your 
prices. We should strive to make our 
business a success and we can accom- 
plish this if knowing that our merchan- 


dise is good, that our costs of produc- 
tion are right, that the quality is the 
best and our business is bu-It upon a 
solid foundation. 

“Unfortunately, during the past year 
we did not appoint a legislative com- 
mittee. I just observed last year that 
out of 29 bills pertaining to labor alone, 
17 were passed in favor of labor. None 
of them was particularly vicious, but 
it just goes to show the activity at all 
times in the legislation. This year I 
am going to strongly recommend that 
a legislative committee be appointed 
and put all their efforts forth to meet 
with the forces. 

“At the last meeting of the National 
Association we rearranged our Consti- 
tution and By-Laws, and membership 
is not now necessary in the National 
Association. You can become a mem- 
ber of the State without becoming a 
member of the National.” 


Business Discussions 

This keynote address was fol- 
lowed by a general discussion of 
business led by George Harms and 
the president. In the discussion, the 
Rochester, N. Y., program to stimu- 
late small contract work was out- 
lined and discussed. Platte Over- 
ton, engineering editor of AMERICAN 
ARTISAN, related his experiences in 
getting contractors to go out and 
sell air conditioning to owners of 
steam and hot water heated homes, 
stating that this class of home 
owner constituted an excellent field 
for sales promotion work. 

B. M. Dennis of Decatur fol- 
lowed this by describing the work 
promotion campaign which Deca- 
tur business men were preparing to 
launch on April 18. The campaign 
will require a complete house to 
house canvass of every block in the 
city. Each business man is to be 
assigned a certain number of blocks 
according to the number of em- 
ployees he can put in the field. The 
campaign aims at a total amount of 
new work of not less than $200,000. 
Every possible kind of work, from 
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new store building to raking the 
yard will be solicited. 

Joe Walters, past president from 
Ottawa, rose and said that his town 
was getting ready to launch a simi- 
lar campaign and that he believed 
the idea should be promoted by 
sheet metal contractors in every 
community. 


Association Memberships 


One of the main points of discus- 
sion of the entire convention cen- 
tered around the matter of associ- 
ation memberships, how to get new 
members, how the new _ national 
ruling is going to effect the local 
and state organizations, also the in- 
dividual. This situation, as George 
Harms pointed out, “is not so much 
how are we going to pay dues and 
to whom, but how are we going to 
pay our personal and business ex- 
penses. Many contractors, he said, 
are dropping out of all associations 
and the only way in which member- 
ship rolls can be maintained is for 
every member to get another mem- 
ber and keep him in the organiza- 
tions.” 

According to Mr. Harms, associ- 
ation membership has now been re- 
vised as follows : 

1. Wherever possible, national 
members shall organize themselves 
into local associations and payment 
of dues shall be made direct to the 
national and not through the state 
as heretofore. 

2. Any individual or firm oper- 
ating in an area where there is no 
local may become a member of the 
national upon payment of the 
proper dues. 

3. Where state associations ex- 
ist, these state associations may hold 
membership in the national and 
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have representation at all national 
conventions. 

4. Annual dues to the national 
shall be based on the number of 
journeymen employed by the firm 
requesting national membership. 
These rates are—shops employing 
less than 3 men, $5.00 a year ; shops 
employing 4 to 9 men, $15.00 a 
year; shops employing 10 men or 
more $25.00 a year. Dues become 
payable on the first of every year. 

5. Members have the right to 
place their shop in either one of the 
three classifications listed above. 

The discussion of these changes 
led to the adoption of a resolution 
declaring that the Illinois associa- 
tion favored a flat dues of $50.00 
for state association membership in 
the national. Also, that any indi- 
vidual might join the national di- 
rect or through a local association. 
Also, that the Illinois association 
favored the direct payment of dues 
to the national and not through a 
local or state association. 

Considerable discussion was held 
on the question—“How can associ- 
ations stimulate attendance at con- 
ventions?” Some members favored 
exhibits similar to those staged by 
the hardware trade. Other mem- 
bers stated, however, that such ex- 
hibits were falling off in favor. Mr. 
Dennis told of splendid meetings 
held by the local Decatur associa- 
tion and recommended holding 
meetings based on one topic for dis- 
cussion such as air conditioning, 
getting business, etc. 


Wage Scales 


Discussion on the floor also in- 
dicated that wage scales are drop- 
ping all over Illinois and that as a 
general rule this decrease is from 
15 to 25 per cent. 





April 25, 1932 





Among the business matters dis- 
cussed was the selection of the con- 
vention city for 1933. This was left 
to the board of directors. The con- 
vention also voted to maintain the 
$5.00 annual dues for the state as- 
sociation. 

One of the important resolutions 
adopted was the incorporation of 
the code of jurisdiction first pre- 
pared by members of the Ft. 
Wayne, Indiana, association and 
later adopted by the Indiana associ- 
ation. A full copy of this code was 
published in AMERICAN ARTISAN of 
February 29, 1932. 


Wednesday Afternoon 


The first speaker on the after- 
noon program was Mat. Friedman, 
of Chicago, who spoke on “Mer- 
chandising.” The principal parts of 
address published on this page. 
other page. 

Following Mr. Friedman, D. C. 
Strickland, of American Rolling 
Mill Company, discussed “Selling.” 
His talk appears on the next page. 


Thursday Morning 


The first speaker on the morning 
program was Platte Overton, en- 
gineering editor of AMERICAN ARTI- 
SAN, who discussed selling air con- 
ditioning. The highlights of this 
address published on the next page. 

Following Mr. Overton, Joseph 
G. Dingle, public accountant of 
Ottawa, and writer of many inter- 
esting cost accounting articles in 
AMERICAN ARTISAN, analyzed cost 
methods from reports given him by 
typical sheet metal and furnace 
shops. This complete address will 
be published in the next issue. 
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Merchandising Air Conditioning—Platte Overton 


“My contact with architects, solicited 
in a program of calls to forward the 
idea of air conditioning systems in 
homes, has left me somewhat discour- 
aged. I trust it is my lack of convinc- 
ing or sales ability and not a lack of 


foresight on the part of the architect. 

“Can it be possible that in the archi- 
tect’s opinion there are no benefits in 
air conditioning, or that it is only the 
dream of some theoretical engineer? 
That the former is impossible and the 


latter improbable is borne out by the 
fact that a resultant gleam of intelli- 
gence is registered when, or if, you 
should bring to him your troubles re- 
garding a new warehouse in which 
you wish to store hides, tobacco, paper 
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or soy beans. 

“Let us say that it is soy beans. He 
will immediately instruct his mechani- 
cal engineer to investigate soy beans. 
What temperature, humidity, air mo- 
tion and cleanliness do they require? 
He will know to a bean just how many 
may be stored in a given space and in 
what manner they are handled. The 
most private item in the soy bean’s 
life will be exposed and considered. 


“Now let us decide that we will 
build a $25,000 house and again bring 
our problem to this average architect. 
In this house we may install the col- 
lections of a life time—fine furniture, 
rugs, drapes, and in this home will also 
be our dearest possessions. 


“Does the architect now go into a 
huddle with his mechanical engineer, 
and carefully study the requirements 
of the human body? Does he consider 
the humidity, air motion, temperature 
regulation, cooling, cleanliness? He 
does not. 

“He sticks a radiator in a corner, or 
possibly under a window. Is it possi- 
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ble that humans are not as importent 
as soy beans? 

“This same architect will point with 
obvious pride to the fact that this 
great boon of mankind—the cast iron 
radiator—has now progressed to the 
magnificent state where it may be 
made of copper or steel and concealed 
in the wall where it requires the art of 
a ‘Houdini’ to clean, and the humidity 
derived from said bashful radiator may 
be measured with a microbe scale. 


“When practical cooling is devised, 
it will probably require an indirect sys- 
tem of ducts to convey this cooled air. 
Just what these radiators exposed or 
concealed will then do is left to con- 
jecture. Some states and cities have 
air conditioning codes backed by laws 
requiring and demanding atmospheric 
conditions beneficial to health and 
comfort in theatres, schools, restau- 
rants, and public buildings. Where the 
public pays to occupy such space as in 
theatres, restaurants, etc., such laws 
are hardly necessary. The public in 
general condemns unconditioned houses 
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by lack of patronage. They are air 
conditioned because it pays. 

“But how about the modern home of 
from 9 to 18 rooms. Hundreds of such 
handsome houses are even now being 
constructed in the new and better sec- 
tions of American cities. I have in- 
spected scores of fine dwellings in sub- 
urbs of America’s leading cities. These 
places sell complete from $20,000 to 
$50,000. Most of them had direct or 
concealed radiation. By 1940 they will 
be as out of date as old Fort Dear- 
born. True, modern air conditioning 
systems may be installed, but at three 
times the cost of the installation if 
made when the place was built. 


“The fact remains that the modern 
air conditioning system for homes with 
its furnaces, air washer, filters, humidi- 
fiers, and fans is being overlooked or 
passed up by the architect designing 
the modern up-to-date and_ better 
home. 

“The big fact we must remember is 
that the heating plant which merely 
heats, no longer is adequate. 


What Is Merchandising ?—D. C. Strickland 


“In our business operations we all 
do three things—we buy something; 
we do something with what we have 
bought, and we sell it. 


“Whatever your education, whatever 
your tool, whatever you have in the 
way of investment, borrowed money, 
or what you have you. trade that for 
dollars at the time you make your 
sale. 

“Channels of Distribution are much 
discussed. However, such channels 
fall in the following classifications— 


“1. Source of supply. 

“2. Material salesman. 

“3, Distributor or jobber. 

“4. Distributor or jobber salesman. 
“5. Sheet metal contractor. 


“6, General public (who pays the 
bill for all). 


“Now, whatever can be done to elim- 
inate waste, duplication or time is good 
merchandising. No matter how good 
you are as an artisan, unless you sell 
it, how good are you? If you have no 
ability to sell, one or two things will 
happen. 1. Either you will work for 
somebody else who can sell; or 2. You 
will be by-passed entirely and you will 
find yourself stranded. 


“We also hear much about the psy- 
chology of selling. Briefly stated, psy- 


chology of selling deals with ways to 
sell goods. These ways are— 

“1. Advertising. 

“2. Good display. 

“3. Personal salesmanship. 

“1. Advertising—making people 

want what you have and telling them 
where they can get it. 


“2. Goods display: It takes goods 
to sell goods. You are putting to work 
that fundamental force of selling. You 
cannot expect one to do the other. 
You may spend thousands of dollars 
getting people in your store, but if you 
have nothing for them to see when 
they get there, you might as well save 
the money you spent for advertising, 
and vice-versa. 

“3. Personal salesmanship: I rec- 
ommend this point strongest of all. I 
wonder if you realize that after all, 
people sell goods to people? You men 
as sheet metal contractors selling the 
people have a tremendous problem. 
The other two forces, unless tied onto 
this third force, will be of no assistance. 

“We must not overlook the question 
of personal salesmanship—get these 
eight points: 

“1, List the advantages of what you 
have to sell. 

“2. Put them in proper order. Put 
down those that will arouse interest 


first, and those that will close the sale 
at the end. When I go to see a cus- 
tomer, I at least have an idea of the 
events. 

“3. Get a proper introduction. Look 
at it from the customer’s standpoint— 
arouse interest and show the customer 
you know what his problem is. 


“4. Talk up to the merchandise and 
not down to the price. Price does not 
mean everything, but it does mean a 
lot. Remember, first of all must come 
the need of the equipment. 

“5. Practice. Get ready for your 
customer. Go over your story a time 
or two before you make your first call. 


“6. Approach the customer and do 
the best you can. 


“7. What happened when I talked 
to Mrs. Smith? What argument pleased 
her or displeased her? Analyze your 
sales talk; each and everyone of them. 

“8. If not successful, go over your 
entire sales talk and look at it from 
the customer’s standpoint and—try 
again! 

“By all means remember to create 
desire for buying instead of making 
‘forced sales. Today we are doing 
business for less. We have all had a 
hard struggle, but once we get through 
the door this time we will go through 
with more brains.” 









































GRAVITY EXHAUST 
VENTILATION 

















Air Changes for Industrial Ventilation 


HIE number of air changes 
[stat for industrial ventila- 

tion varies with the industry 
and every kind of industrial plant 
presents its own problems. Even 
within one plant, or within the same 
room of one plant, there may be 
several different ventilation prob- 
lems, each of which must be han- 
dled on its own merits. 

A great many industrial plants 
are segregating their ventilation 
problems. By this I mean that if 
within a certain room there are 
several different types of equipment 
throwing off heat, steam, smoke, 
gases, etc., as the case may be, each 
process or equipment is supplied 
with whatever hoods, baffles, ex- 
hausting devices, etc., are necessary. 
This is not the universal practice, 
but it is a very good practice, and 
is being adopted more and more 
widely. 

Perhaps the best bases for calcu- 
lating the number of air changes 
necessary for any other particular 
class of work are the tables pub- 
lished by most ventilator manu- 
facturers, recommending the num- 
ber of air changes necessary for 
specified types of buildings which 
they list. These tables are neces- 
sarily general and not specific. They 
must be used as a basis for estimate 
only, and a specific application must 
be made by the sheet metal contrac- 
tor, who is in a position to take 
into consideration the actual condi- 
tions obtaining. 

He will be wise if in addition to 
using the manufacturer’s table, he 
also uses the manufacturer’s experi- 
ence. He will find any of the best 
known ventilator manufacturers 
ready and willing to help him solve 


By PAUL R. JORDAN 


any ventilating problem satisfac- 
torily. There are many elements en- 
tering into the solution of a venti- 
lating problem besides the size and 
number of exhausting devices nec- 
essary, and the ventilator manufac- 
turer, covering as he does a wide 
territory, is best able to furnish 
from his experience the necessary 
information. 

It may seem somewhat unfair to 
depend so strongly on the manufac- 
turer for the necessary elements of 
success in handling ventilating prob- 
lems, but he is the natural one to 
look to, and as a matter of fact the 
logical one. The furnace manufac- 
turer is doing much to educate the 
public to the value of warm air 
heating and to educate the installer 
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AMERICAN ARTISAN 
Chicago, Ill. 
Gentlemen: 





I am the owner of a small 
ventilating and sheet metal 
shop. Frequently I have to 
install ventilators on laun- 
dries, creameries, dry clean- 
ing establishments, etc. I 
would like to find out how to 
figure the proper air changes 
for work of this kind and if 
possible find out the best ven- 
tilator to use. I generally buy 
my ventilators and would like 
to use the best. 


Thanking you for this in- 
formation, I remain, 


Yours very truly, 
(Signed) A Reader 


~ 








in correct installation methods. The 
oil manufacturer is educating in- 
dustry in the proper use and value 
of lubricants; the accounting ma- 
chine manufacturer is educating the 
public in better bookkeeping meth- 
ods; so it is natural that the venti- 
lator manufacturer should stimulate 
public interest in ventilating, and 
should also give the installer what- 
ever information is necessary to in- 
sure a successful system. 


As to the best ventilator type to 
use ;—that depends on just where it 
is to be used. There are certain 
places where a stationary ventilator 
will give very satisfactory results; 
but where positive ventilator action 
is necessary, a rotary ventilator is 
better. Of course, the fan venti- 
lator is more powerful than either. 

The most important element in 
building up a reputation for know- 
ing ventilation and for installing 
good ventilating systems, is satisfac- 
tory results. No contractor has ever 
built up a reputation or a valuable 
business in ventilation because he 
did work cheaply. But many con- 
tractors have built up excellent rep- 
utations and have made money be- 
cause they delivered satisfactory re- 
sults, by being high priced. Every 
one has heard consumers remark, 
“He is high priced, but he does 
good work, so I am going to give 
him the business.” Few of us have 
ever heard a consumer remark, “He 
does rotten work but he does it 
cheap, so I am going to give him 
the business.” It pays to use the 
best, if a contractor is intending to 
really build a reputation for venti- 
lation; and to capitalize on it. 

My classification of ventilator 
types may give the impression that 
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fan ventilators should be used on 
every job, but that is not true. 
While the fan ventilator is unques- 
tionably the best exhausting device 
obtainable for certain classes of 
work, on other classes of work 
gravity ventilators, used in correct 
sizes and quantities and on a proper 
layout, will give just as satisfactory 
results. 

The choice between the fan ven- 
tilator and a gravity ventilator often 
lies in the psychology of the con- 
sumer. Some plant owners like the 
visual proof of operation furnished 
by the fan. Others, however, are 
repelled by the thought of a never 
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ending outlay for current and serv- 
ices. Sometimes this repulsion is 
based on good, sound, common 
sense; other times it is merely a 
psychological trait of the individual. 

There is one thing that the sheet 
metal contractor should constantly 
bear in mind because it affects his 
ability to sell the job, and that fact 
is, that where a fan is needed a fan 
ventilator is the best type of fan 
that can be used. Another fact that 
may be mentioned is, that, figured 
on the basis of proper capacities, 
there is not a great deal of differ- 
ence in the initial cost of fans and 
of gravity ventilators. Sometimes 
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one will cost more and sometimes 
the other. 

There is at present a wonderful 
opportunity presented to the sheet 
metal contractor to stress ventila- 
tion installations. Any sheet metal 
contractor who is a good mechanic 
can, if he will, build up a valuable 
reputation along this line. In addi- 
tion the experience, products and 
facilities of the ventilator manufac- 
turers are always available. By all 
means, he must be willing to insist 
on good installations of sufficient 
capacity to assure satisfactory re- 
sults. He cannot build success in 
ventilation on a price basis. 








ESTIMATING VERSUS 
GUESSTIMATING 


(Continued from page 37) 
revised one, classing you as a care- 
less and slip-shod contractor for 
not following their instructions. 

Submit your bid, if possible, not 
over a half hour before the time 
set for closing and you will save 
yourself a lot of grief, after hav- 
ing gone through the expensive pro- 
ceeding of figuring the job. 

We will leave the ambitious esti- 
mator at this point, hoping he gets 
the job. If he has followed the 
method outlined, has accurate infor- 
mation as to his cost, has been hon- 
est with himself and with the archi- 
tect, he has very likely lost the job 
to some less intelligent competition. 
He then looks around for some 
short cuts in estimating, so that he 
can figure more jobs. He reasons 
that the more he figures, the more 
work he is likely to get. 

Most short cuts in estimating are 
merely short cuts to bankruptcy. 
There is no substitute for labori- 
ously digging out the facts of a job 
from the plans and specifications, 
and it is in the monotonous repeti- 
tion of digging and tabulating these 
facts that most errors in estimating 
occur. Anything that will reduce 
the monotony of figuring similar 
items over and over again, without 
sacrificing accuracy, is to be desired. 


@- 


The next article will outline a 
method that has taken a great deal 
of the sting out of estimating. 


HIP MOLDING PATTERN 
(Continued from page 19) 

These intersections are shown by 
the cross marks on the curve. Now 
project these intersections over onto 
the view of section “O” and find 
where these projections intersect the 
corresponding lines perpendicular 
with the vese whose curve is a, b, ¢, 
d, e, f, g & h. Through these inter- 
sections whose points are indicated 
by the crosses a smooth curve can 
now be drawn passing through these 
points and through the known 
points a and g. Next, determine 
the positions of the other three 
curves by the same method. Re- 
member that the length of the base 
changes with each curve, and in the 
base in the two views will again 
have to be divided into an equal 
number of equal parts. 

The pattern shown by the view 
section “O” is also divided into 
equal segments and each segment 
developed. This pattern becomes 
smaller at the bottom, thus making 
the development on the form of a 
taper. This development can also 
be changed by the method previ- 
ously described so that the develop- 
ment will be in the form of long 
curved strips. 


FILTERS IN GRAVITY 
SYSTEMS 
(Continued from page 34) 

market and a universal appeal. 

In developing the boots for the 
filter sections, a number of designs 
were tried out. One of the earliest 
was the use of a filter cabinet dis- 
connected from the house return 
system. The filter sections were ar- 
ranged as detailed and operated sat- 
isfactorily. 

The profitable possibilities of sell- 
ing this new service are plainly in- 
dicated by one of Toledo’s leading 
furnace installers who reports, “All 
a man needs to do to interest the 
housewife, who for centuries has 
been interested in the general sub- 


- ject—Dust—is to put a dirty filter 


under one arm and a clean one un- 
der the other, ring the bell, and ask, 
Would you like to filter all the 
dust and dirt from the air circu- 
lated by your furnace and at the 
same time clean all the air in your 
house several times a day, if the 
cost of the labor-saver is only ap- 
proximately $25.00 when completely 
installed’ ?” 

He quotes, “We have given this 
system every possible test. We have 
tried it on all sorts of installations, 
and have not had a failure or com- 
plaint. We see in this idea sales 
possibilities so huge that there 
seems to be no end to the market.” 


























New Geared-Head Motor 


Barber-Colman Company, Rockford, 
Illinois, announces that the small 
shaded-pole induction motor which was 
recently put on the market by them 
is now available in a _ geared-head 
model. This consists of a standard mo- 
tor to which has been added a spur 
gear reduction. The unit will deliver 
a maximum torque of two pound- 
inches at approximately 100 r._p.m. The 
input required is 37 watts or less, de- 
pending upon which of the several 
models of standard motor is specified. 

The spur gear speed reduction mech- 
anism is specially designed to provide 





quiet operation. Two pinions and two 
gears are used, the pinions being of 
steel and the gears of Textolite. These 
gears are accurately cut to tolerances 
of .001 inch on runout and .002 inch 
on pitch diameter. 


New 1932 Tornado Furnace 
Cleaner 

The Breuer Electric Mfg. Co., Grand 
Rapids, Mich., announce their new Ball 
Bearing 1932 TORNADO Furnace 
Cleaner. The 1932 machine has not 
been changed in basic design although 
many improvements have been incor- 
porated and many worthwhile, neces- 
sary attachments have been added as 
standard for greater efficiency in clean- 
ing. 

Aside from the sturdy, compact de- 
sign of the TORNADO and the con- 
struction that combines power with 
light weight, the following features are 
claimed for the improved machine: 
Weight only 30 pounds; no heavy dirt 
or injurious foreign matter can pass 





through the fan; ball bearing construc- 
tion throughout—no oiling or mainte- 
nance required—G. E. Universal motor 
Y% hp. 10 gallon steel tank; power 
unit can be instantly removed from 
unit for blowing dirt from the air sys- 
tem without taking down pipes; in- 
creased power made possible by special 
fan design and power unit construc- 
tion. 

Literature may be secured from the 
company. 


Improved Hess Conditioner 

The Hess Warming and Ventilating 
Company, 1211 South Western Ave- 
nue, Chicago, announces an improved 
conditioning unit which may be at- 
tached to existing furnaces to provide 
circulated, filtered, washed and hu- 
midified air. 

The conditioner is designed to be at- 
tached to the furnace by changing re- 
turn air leads to empty into the top 
of the unit. Air from the house is 
drawn through an air filter before 
passing into the blower. Below the 
fan there is a wire mesh cylinder which 
revolves through a water pan. The 
meshes pick up a film of water through 
which the air is compelled to pass. 
The air breaks up this water film and 
in doing so picks up moisture for 
humidifying. 

Some very attractive literature, suit- 
able for distribution to the home 


owner, has been prepared. Copies of 




















PRODUCTS 


this literature may be secured from the 
company. 


Protection Against Escape 
of Unburned Gas 


One of the newest developments in 
the automatic control field is a device 
which provides instant and positive 
protection against the escape of un- 
burned gas or oil in the event of flame 








The Glo-Relay 


or pilot failure. Although it may be 
used in place of the customary com- 
bustion or pilot safety device, its out- 
standing characteristic is its ability to 
handle installations where conventional 
controls are inadequate. 

This new system, called the Pro- 
tectoglow, has been developed by the 
Minneapolis - Honeywell Regulator 
Company. Entirely electric and with- 
out moving parts, it is not dependent 
upon temperature. The heart of the 
device is the Protectoglow tube, which 
acts as an electrical relay and is capa- 
ble of operating at the command of 
an exceedingly minute electric current 
passed through the flame itself. Should 
the flame fail, the circuit through the 
flame is broken, instantly shutting off 
the gas or oil flow. In the absence of 
pilot flame, the Protectoglow will not 
allow the burner to start. 

Another instrument, the Glo-Relay, 
is used in conjunction with the Pro- 
tectoglow and serves to operate the 
valves or motor of the burner at the 
command of the thermostat, control 
switch, or Protectoglow. It is self- 
contained and is available for either 
constant or intermittent burners. 
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Grand Rapids A. C. I. Hold 


Annual Meeting 

The Grand Rapids Allied Construc- 
tion Industries held their annual meet- 
ing at the Association of Commerce 
dining room on Wednesday evening, 
March 16th. Very near a_ hundred 
members turned out for the meeting 
and it proved to be an interesting and 
worthwhile session. 


Following the dinner and some en- 
tertainment, President Martin Lou- 
werse called the meeting to order and 
introduced three guests from Flint, 
Walter Gross, Arthur Brewer and Jim 
Hage. Clyde James, past president, 
was then introduced and he gave a re- 
view of the history and development of 
the Allied movement. 


Manager Frank Ederle was next 
called upon and he gave a very com- 
prehensive discussion of the present 
plan of operation. William Decker, 
Secretary of the Plumbing and Heat- 
ing Contractors’ Association, also gave 
a few remarks, which concluded the 
meeting. 


+ 


National Warm Air Assn. 


Meeting 

The National Warm Air Heating 
Association has prepared a program 
for the May 18 and 19 Spring meeting 
to be held in the Deshler-Wallick Ho- 
tel, Columbus, Ohio. The association 
says of the program: 

Only subjects of practical and timely 
interest have been selected. The speak- 
ers the first morning are from our own 
industry. The afternoon of the same 
day will be devoted to the first report 
from the investigation in mechanical 
warm air heating and air conditioning 
in residences. Thursday the conven- 
tion will hear from R. B. Leckie, Pro- 
fessor of Gas Engineering, Purdue Uni- 
versity, on the “Use of Gaseous Fuels 
in Home Heating,” and IF. Paul An- 
derson, Dean of the College of Engi- 
neering, University of Kentucky, whose 
subject, under the title “Keeping Cool,” 
will tell about cooling homes during 
the summer months. B. L. Schwartz, 
a well known and successful heating 
contractor of Pittsburgh, will contrib- 
ute a paper on the “Opportunity for 
Successful Dealer Activities,” and “Air 
Pollution and Its Relation to Commu- 
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nity Health’ by H. C. Murphy, of 
Louisville, Kentucky, will furnish the 
latest information on that subject. 

Thursday afternoon important re- 
ports will be made by the Code, Trade 
Relations, Public Information, Credit, 
Traffic, and other committees. 

Wednesday evening will be occupied 
by a buffet supper and smoker with 
special and unique entertainment. This 
feature will be entirely different from 
the Association’s traditional banquet. 

Reduced railroad fares under the cer- 
tificate plan will prevail. The Con- 
vention Committee asks that even if a 
return ticket is not going to be pur- 
chased, a certificate be secured on the 
going trip so that they may have the 
required minimum in order to obtain 
the one-half rate fare. 


+ 


Grand Rapids Association 
Entertains the Ladies 

President George VanderMolen of 
the Grand Rapids, Mich., Heating As- 
sociation, came forth with a very novel 
idea just prior to the recent conven- 
tion and the organization put on a din- 
ner party on Monday evening, Feb- 
ruary 22nd. The unusual part of the 
affair was that it was for the wives and 
daughters of the members and the men 
were left at home to do their own 
cooking or in some manner shift for 
themselves. 

It is reported that a splendid time 
was had and we are also informed that 
on May 16th the ladies will again hold 
a dinner meeting. Mrs. John Wierenga 
acted as chairman of the meeting and 
Mrs. F. E. Ederle was appointed to 
arrange the details of the next affair. 
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Committee of Ten Issues 
Bulletins 

The Committee of Ten has released 
the first two of their series of bulletins 
—Educational Bulletin No. 1 and No. 
2. No. 1, “Chimneys and How to Build 
Them,” comprises about 20 mimeo- 
graphed pages illustrated with charts 
and trouble tables and is written so 
that the layman may understand it. 
Although the information is simply 
presented, its preparation under the 
chairmanship of Homer R. Linn makes 
it authoritative. The standard chimney 
ordinance recommended by the Na- 
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tional Board of Underwriters and sug- 
gested contract specifications for chim- 
ney construction add _ considerable 
value to this bulletin. Single copies at 
15 cents and others in lots at gradu- 
ated prices can be obtained from the 
Committee of Ten, 307 N. Michigan 
Ave., Chicago, Ill. 

Educational Bulletin No. 2, “Fire- 
place Construction” (10 cents per 
copy), covers the essentials of fireplace 
construction in a similar manner. 


+ 


Ohio Auxiliary Officers 
for 1932 


The Jobbers and Salesmen’s Auxil- 
iary to the Sheet Metal Contractors’ 
Association of Ohio elected the follow- 
ing officers and directors at the recent 
annual convention of the Ohio con- 
tractors: 

President 

George G. Auer, Auer Register Com- 
pany, Cleveland, O. 

First Vice-President 

J. T. Crossland, May-Fiebeger, New- 
ark, O. 

Second Vice-President 

J. T. Hagan, J. M. & L. A. Osborn 
Company, Cleveland, O. 

Secretary-Treasurer 

Lee W. Gillespie, Ferdinand-Dieck- 

mann Company, Cincinnati, O. 
Sergeant at Arms 
F. L. Hoersting, Jr., Cincinnati, O. 


Directors 


D. A. Hossler, Chairman, Cleve- 
land, O. 

A. K. Anderson, Toledo, O. 

C. E. Waller, Nellie, O. 

A. L. Bauer, Columbus, O. 

R. A. Fraas, Columbus, O. 


F. W. Beach, Warren, O. 


Coming Conventions 


National Association of Sheet Metal 
Distributors—May 11 and 12, Phila- 
delphia, Pa. Annual meeting. Head- 
quarters, Bellevue-Stratford Hotel. 
George A. Fernley, secretary-treasurer, 
505 Arch Street, Philadelphia, Pa. 

National Warm Air Heating Asso- 
ciation—May 18 and 19, at Deshler- 
Wallick Hotel, Columbus, Ohio. Sec- 
retary, Allen W. Williams, 3440 A. I. 
U. Building, Columbus, Ohio. 
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News Items ..... 








Northern Blower Increases Staff 

The Northern Blower Company, West 65th Street, south 
of Denison, Cleveland, Ohio, announces that due to the 
increasing demand for non-corrosive materials used in dust 
and fume recovery equipment the company has added to its 
staff Karl Gross, an authority in lead burning, lead coat- 
ing and homogenous lead work. 

Through this enlargement of the staff the company states 
that it now is in position to quote on any kind of lead 
work, burning or coating and all kinds of lining operations. 


+ 


Sacramento Jobbers Merge 

The Thomson-Diggs Co., wholesale hardware house with 
steel department at Sacramento, Cal., has purchased the 
Schaw-Batcher Co., its local competitor. Both are historic 
California houses dating back to pioneer times. The execu- 
tive personnel of the Thomson-Diggs Co. includes C. F. 
Prentiss, president; F. F. Thomson, vice-president and 
general manager; J. W. Geeslin, secretary and treasurer; 
A. E. Goddard, sales manager. 


+ 
Unusual Items in Chicago Mfg. Catalog 


Many items not ordinarily listed in a catalog of sheet 
metal products are to be found in the dealers’ net price 
book issued under date of March 1 of this year by the 
Chicago Metal Mfg. Co., 3724 South Rockwell Street, Chi- 
cago, Ill. This is a book of 68 pages and cover and lists 
practically all of the usual supplies for sheet metal shops, 
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such as conductor pipe, eaves trough and fittings, sheets, 
furnace pipe and fittings, registers, roofing cement, roof 
ventilators, skylights, metal ceilings and the like. Among 
the unusual items are spun half balls, garbage cans, louvers, 
blow pipe elbows, angle flanges, blast gates, ball joints, 
hanger rings, welded sheet metal pipe, lock seam pipe, 
loading grain spouts, stock tanks, etc. 
A copy of this booklet is available on request. 


+ 
National Steel Officers Appointed 


At the recent meeting of the National Steel Corp., the 
following men were re-elected directors: Ernest T. Weir, 
Frank W. Blair, Maurice Falk, George R. Fink, Howard 
M. Hanna, George M. Humphrey, Edmund W. Mudge, Carl 
N. Osborne, Charles M. Thorp, John C. Eilliams. 

All incumbent officers were re-elected at the first meeting 
of the board. 
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Edwards Purchases John Van Range Co. 

The Edwards Mfg. Co., Cincinnati, Ohio, purchased the 
John Van Range Co. of that city at a receiver’s sale in the 
United States District Court on March 31. The latter com- 
pany is engaged in the manufacture of equipment for hotels 
and hospitals and for the time being, according to Howard 
Edwards, president of the Edwards Mfg. Co., will be 
operated as a separate unit. . 


+ 


Move Osborn Detroit Office 
The J. M. & L. A. Osborn Co., Detroit office and ware- 
house was moved Monday, April 18, to 690 Amsterdam 
Ave. The phone number is Trinity 2-2330. 





The HESS AIR CONDITIONER 
ForAny Furnace, New or Old 


Filters, washes, humidi- 
fies and circulates the Air 
for Year "Round Comfort 


ITH this new, modern air conditioning unit a remarkable oppor- 
tunity with unlimited sales possibilities is opened to the wide 
awake, aggressive furnace dealer and heating contractor. 
Every furnace user is a prospect for the Hess Air Conditioner to 
modernize the home, increase comfort and improve furnace efficiency. 
The Conditioner is not limited to winter use. Summer operation will 
provide a cooling circulation of pure filtered air thru the furnace piping 
system, and with summer approaching, now is the time for you to 
introduce the Hess Air Conditioner. 
The Conditioner is finished in a beautiful green enamel and makes a 
job you can be proud of. It is priced within reach of the average home 
owner and a liberal dealer’s discount allows you a nice profit. 


Write today for folder and prices 


HESS WARMING & VENTILATING CO. 
1201-11 S. Western Avenue, Chicago 


Furnace makers for over fifty years 
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$1538 NEW BUSINESS 

ADDED TO 

OTHER NEW 

PROFITS 
oe 


The Westchester 
Super Service System, 


1932 Model, % H.P. plus, has 60% higher suc- at Ossining, x i 
tion; new style big bag; extra “‘suit-case” bag, they sell the home- 
clean, for upstairs; plus other features. Prices 4 

very low, and with all tools, on this speedy, OWner on the idea of 
ee Se cleaning his furnace 
and the chimney too, at the same time, to make a thorough 
job. 

97 cleanings paid them well, and on top they sold $1538 
repairs and new plants; would you say that cleaning fur- 
naces paid them? 

Would you like to see the Plan Book which they used? 
It is free, and shows how they got these sales. Do you 
know how you can first try this good Super Suction before 
ome decide to keep it? And then to let it pay for itself? 

asy. 





Send this clipping with your 
name and address on it, to 


The NATIONAL SUPER SERVICE Co. 
1944 NORTH 13th STREET TOLEDO, OHIO 
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Not X-L-ALL 
Afraid |Steel Warm 
of the |Air Furnace 


onths dealers are an optimistic 
lot. 
Ahead? | 9 aes 


Last year their sales 
mounted steadily while com- 
peting lines showed losses. 
More people were and are 
buying by close comparison 
of values. They appreciate 
the economic advantages of 
the oversize combustion 
chamber and increased di- 
rect heating surface. After 
reading our interesting 
booklet, a copy of which 
will be sent you without ob- 
ligation, you will be con- 
vinced that the X-L-ALL 
offers you and your pros- 
pects the greatest advan- 
tages in the field. Write 
today. 





























The Deshler Foundry & Machine Works 
140-142 South East Avenue Deshler, Ohio 


\ oe 
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PAYNE 


Floor Furnaces 





Winter's Substitute 
for Summers HEAT! 


THE PAYNE FLOOR Furnace uses gas—the cleanest, 
most dependable and most efficient of all fuels. Gives 
ideal summer heat indoors. Endorsed by thousands of 
users everywhere! 


NO MORE COLD FLOORS 
No Sweating of Windows 


THE PAYNE Floor Furnace circulates fresh pure warm 
air in every nook and corner, keeps floors warm! Free 
from smoke, fumes and vapors! 


WARM AIR.HEATING 
Without a BASEMENT 


PAYNE FLOOR FURNACES have been tested and 
proved in the crucible of time. Durably constructed. Easy 
to install and operate. Completely welded heating ele- 
ment. Heating efficiency, burner operation, safety, con- 
struction and performance have been approved by the 
American Gas Association—and by. thousands of happy 
and enthusiastic users. 


Every PAYNE FLOOR FURNACE installation is a 
friend-maker and a sure “repeater”. No forced selling to 
put this item over. A sales success for sixteen years. 


Write Today for Details of Dealer Franchise ! 


r PAYNE FURNACE 


& SUPPLY CO. 
Beverly Hills @ California 
There is a Payne Heat System for Every Building and Climate! 
































The 
VIKING 
SHEAR 


Compound lever handle—removable blades. 
Upper blade away from mechanic enabling 

' easy following of work —an exclusive 
Viking feature. 





Sold Under a Guarantee—Send for Particulars 


VIKING SHEAR CO.., Erie, Pa. 


























Warehouses in the 
leading cities 





















Send for Catalogs 







THE HENRY FURNACE & | 


FOUNDRY CO. 
3471 E. 49th St. Cleveland, Ohio 


SHEETS 


For Every 
Purpose 


It is the Pure Iron alloyed with the right 
amount of Copper that gives GOHI SHEETS 
their lasting and rust-resisting qualities. De- 
veloped and manufactured exclusively by 


THE NEWPORT ROLLING MILL COMPANY 
NEWPORT, KENTUCKY 









































Our Line 


Light ¢ and heavy 
machinery for 
all classes of 
\ sheet metal, 
_ plate and 
structural 


work, 


























Capacity 1/2" holes in le pk 


& CO. 


Indiana 
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AIR CLEANERS 
American Air Filter Co., Inc., - 
e, Ky. 
Owens-Illinois Glass Co., Toledo, Ohio 


AIR WASHERS 


Health Air Systems, Ann Arbor, Mich. 
Hess Warming & Vent. 
Chicago, Til. 


ASBESTOS COVERING 
AND PAPER 


Standard Asbestos Co. of Chicago, 
Chicago, Il. 


BLAST GATES 
Berger Bros. Co., Philadelphia, Pa. 
BLOWERS 


Health-Air Systems, Ann ao. Mich. 
Hess Warming & Vent. 
‘Chicago, Ti, 


Furn: & Fdy. Oo., 
aed nin ” Cleveland, Ohio 


BRAKES—BENDING 


is & _ or! Mfg. Co., Chicago, Il. 
ae Machinery Co., Chicago, Ill. 


BRAKES—CORNICE 
Dreis & Krump Mfg. O©o., Chicago, Ill. 


BRASS AND COPPER 


American Brass Co., Waterbury, Conn, 
Revere Copper and ‘Brass, Inc., 
Rome, x. z. 


BURNERS—OIL 
Laco Oil Burner Co., Griswold, Ia. 


CASTINGS—MALLEABLE 
Fanner Mfg. Co., Cleveland Ohio 


CEILINGS—METAL 


Globe Iron Roofing and Corrugating 
Co. Cincinnati, Ohio 
Milcor Steel Co 


Mil., th “Chgo., LaCrosse, K. C. 


CEMENT—FURNACE 


otiheee Steel Co. 
Mil., Canton, "Chgo., LaCrosse, K. C. 


CHAIN—FURNACE 
Hart & Cooley Mfg. Co., Chicago, Ill. 


CHAPLETS 


Fanner Mfg. Co., Cleveland, Ohio 


CLEANERS—FURNACE 
VACUUM 
Breuer Elec. Mfg. Co., 


Brillion Furnace Co. 
Densmore & Quinlan Co. 


Chicago, Ill. 
Brillion, Wis. 


Kenosha, Wis. 


National Super Service Co., 
Toledo, Ohio 


CONDUCTOR ELBOWS 
AND SHOES 
Barnes Metal Products Co., 
Chicago, I). 
Berger Bros. Co., Philadelphia, Pa. 
Globe Iron Roofing & Corrugating Co., 


Cincinnati, Ohio 
Milcor Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. C. 





Bertsch & Co., 
Interstate Machinery Co., Chicago, Tl. 


CONDUCTOR FITTINGS 
Barnes Metal Products Oo., 
Chicago, pu. 


Berger Bros. Co., Philadelphia 
Globe Iron Roofing & Oorragsting _ 
Cincinnati, Ohio 
David Levow, New York, N. Y. 
Milcor Steel Co., 
Mil., Canton, Chgo. 
Rival Strap Corp., 


CONDUCTOR PIPE 


Barnes Metal Products Oo., 

Chica 0, oN 
Berger B Co., Philadelphia. 
Globe iron Roofing & Corrugating’ = 


incinnati, Oh io 
Milcor Steel Co., 
Mil., Canton, Ohgo., LaOrosse, K. C. 


LaCrosse, K. C. 
Now York, HY. 


COPPER 


American Brass Co., Waterbury, Conn. 
Revere Copper & Brass, 7. N.Y 
Rome, N. Y. 





CORNICES 


Globe Iron Roofing & Corrugating Co 
Cincinnati, Ohio 
Milcor Steel 


Oo., 
Mil., Canton, Chgo., LaCrosse, K. C. 


CRIMPING MACHINES 
Bertsch & Co., Cambridge City, Ind. 


CUT-OFFS—RAIN WATER 


Miloor Steel Oo., 
Mil., Canton, Ohgo., LaCrosse, K. C. 


DAMPERS—QUADRANTS— 
ACCESSORIES 


Aeolus Dickinson, Tl. 
Ha 


Ohicago 
ley Mfg. Co., Chicago, Tl. 
0.5 
Mil., Canton *Chgo., LaOrosse, K. C. 
Parker-Kalon Corp., New York, N.Y. 
Young Ventilating 60., 
Cleveland, Ohio 


DIFFUSERS—AIR DUCT 
Aeolus Dickinson, Chicago, Ill. 


DRIVE SCREWS—HARD- 
ENED METALLIC 


Parker-Kalon Corp., New 


EAVES TROUGH 

Barnes Metal Products Co. 
Chi feago, I. 
——— a, oe a 


York 


Berger Bros. Oo., 
Globe Iron Roofing & Sorruae 

Gincieath Ohio 
a Steel Co., 

, Canton, Chgo., LaOrosse, K. C. 
EAVES TROUGH 
HANGERS 
Berger Bros. oe Philadelphia, Pa. 

Milcor Steel Co. 
Mil., Canton, "Cheo., LaCrosse, K. C. 
FANS—FURNACE 
A-O Mfg. Co., Pontiac, Ill. 
FILTERS—AIR 
Owens-Illinois Glass OCo., Toledo, Ohio 
FILTERS—FURNACE 
American Air Filter Co., , ee 
Louisville, Ky. 
Owens-Illinois Glass Co., Toledo, Ohio 
FLUXES—SOLDERING 


Kester Solder Co., Chicago, IIl. 


FORMING ROLLS 
Cambridge City, Ind. 



















il. 
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FURNACE CLEANERS 


(See Cleaners—Furnace 
Vacuum) 


FURNACE AND STOVE 
REPAIRS 


Peerless Foundry Co., 
Indianapolis, Ind. 


FURNACE PIPE AND 
FITTINGS 


Peerless Foundry Oo., 
Indianapolis, Ind. 


FURNACES FOR GAS 
OR OIL 


Dail Steel Products Co., Lansing, Mich. 
Health-Air Systems, Ann Arbor, Mich. 


FURNACES—GAS 
Henry Furnace & Foundry 


Co., 
Cleveland, Ohio 
Lennox Furnace Co. 
Marshalltown, Iowa 
Meyer Furnace Co., Peoria, Tl. 
Payne Furnace and Supply Co. 
Bowes Hills, Calif. 
Round Oak Furnace Co. 
Dowagiac, Mich. 


FURNACES—GAS 
AUXILIARY 


Forest City Foundries Co. 
Cleveland, Ohio 


FURNACES—OIL BURNING 


Motor Wheel Corp., Heater Div., 
‘ Lansing, Mich. 


FURNACES—WARM AIR 


(See Also Unit Air 
Conditioners) 


Agricola Furnace Co., Gadsden, Ala. 
Andes Range & Furnace Corp., 


Geneva, N. Y. 
Brillion Furnace Co. Brillion, Wis. 
Dail Steel Products Oo., Lansing, Mich, 
Deshler Foundry & Machine Works, 


Floral City Heater Co., Monroe, * Mich. 
Forest City Foundries Co., 
Cleveland, Ohio 
Health-Air we Ann Arbor, Mich. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Hess Warming & Vent. Co., 
Chicago, Ml. 


Lennox Furnace Co., 

May-Ts ow a Towa 
wel Newark, Ohio 

Meyer Furnace Co., The, Peoria, Ill. 

Motor Wheel’ Corp., Heater DIV. sich. 


Mt. Vernon Furnace & Mfg. 
Mt. ‘Verncn. Il. 
Payne Furnace & Supply Co., 
ment Fe - Hills, Calif. 
eerless Foundry Oo. 
‘Indianapolis, Ind. 
Round Oak Furnace Oo., 
Dowagiac, Mich. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


GAGES—DRAFT 
Ellison Draft Gage Co., Chicago, Ill. 


GRILLES 


Auer Register Co., Cleveland, Ohio 

Harrington & King Perforating Co., 
Chicago, mn. 

Hart & Cooley Mfg. Co., = 


cago 

Ind ent Register & Mfg. Co., 

napeetns ae Cleveland,” Ohio 
United States mae S 

Battle > Oreck, Mich. 


GUARDS—MACHINE AND 
BELT 


Harrington & King Perforating Co., 
Chicago, II. 





HANDLES—BOILER 


Berger Bros. Oo., Philadelphia, Pa. 


HANDLES—FURNACE 
DOOR 


Canner Mfg. Co., Cleveland, Ohio 


HANDLES—SOLDERING 
IRON 


Parker-Kalon Corp., New York, N. Y. 


HEATERS—CABINET 


Agricola Furnace Co., Gadsden, Ala. 
Motor Wheel Corp., Bt i 


Mt. Vernon Furnace & ig. 
erncn. Ti. 
Payne Furnace & gual 
Beverly Hilis, Calif. 


Waterman-Waterbury Co., 
Minneapolis, Minn. 


HEATERS—SCHOOL 
ROOM 
Meyer Furnace Co., The, Peoria, IIl. 


Waterman- -Waterbury Co., 
Minneapolis, Minn. 


HUMIDIFIERS 
Automatic Humidifier Oo., 
Cedar Falls, Iowa 
Clarm Mechanical Devices Co., 
Lima, Ohio 
Columbus Humidifier Co., 
Columbus, Ohio 
Hess Warming & Vent. Co., 


Chicago, Ml. 
Meyer & Bro. Peoria, IL 


Co., F., 
Sallada Mfg. Co., Minneapolis, Minn. 


MACHINERY—CULVERT 


Bertsch & Co., Cambridge City, ia 
Interstate Machinery Co., Chicago, In. 


MACHINERY—REBUILT 
'nterstate Machinery Co., Chicago, III. 


MACHINES AND TOOLS— 
TINS 


MITH’S 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., Chicago, Il. 
Interstate Machinery Co., Chicago, III. 
Marshalltown Mfg. Co., 
Marshalltown, Iowa 
°arker-Kalon Corp., New York, N. Y. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Ill. 


METAL LATH—EXPANDED 


woos Steel Co., 
. Canton, Chgo., LaCrosse, K. C. 


MITERS 
Barnes Metal Products Co., 
icago, gu. 
Berger Bros. Co., Philadelphia, 
Milcor Steel Co., 
Mil., Canton, ‘Cheo., LaCrosse, K. C. 


NAILS—HARDENED 
MASONRY 


Parker-Kalon Corp., New York, N. Y. 


PERFORATED METALS 


Harri mn & King Perforating Co., 
_ - Ohicago, Il. 


PIPE AND FITTINGS— 
FURNACE 


Henry Furnace & Fdy. Co. 


Cleveland, Ohio 

Meyer & Bro., F., Peoria, Ml. 
Milcor Steel Go., 

Mil., Canton, Chgo., LaCrosse, K. 0. 














} At Amazing 


‘ q\Low Cost 
—seceaied see sae Now! A sensa- 
tional, new power oil 
LACO burner that brings full auto- 
matic heat ... as clean, quiet, convenient as gas 
. +. atamazing low cost. BURNS OIL ACTUALLY CHEAPER 
THAN COAL. Easily and quickly installed. Needs no serv- 

ice. Highest quality. Lowest priced. 


DEALERS WANTED QUICK! ¢ An opportunity for big profits. 


Sells fastest because lowest 
priced, cheapest to install and operate. $50,000 annually. Write for 
SPECIAL OFFER and complete line. 26 models. Oil Heat as low as $12.50. 


Listed as Standard by Underwriters Laboratories 
LACO OIL BURNER CO., 642 Union St., GRISWOLD, IOWA, U. S. A. 
SEAT NTR RT IEC seated incainaies iain onaeieiiaeeaaiidt nian 











AUER Quality Merchandise 


Is Your Satisfaction 


There is an AUER Register and Grille for every 
need—the Colonial, Aueristocrat, Economy, and 
Pro-Tex-Wall—but the catalog will tell you better. 
Write for it today. 


AUER REGISTER COMPANY 


3608 Payne Avenue CLEVELAND, OHIO 


AMERICAN Al R FILTERS 








Distribution 

through jobbers 
; ' = rs 
urers In charge o' 
Mason. 


AMERICAN AIR FILTER COMPANY, Tater 


TRAL AVENUE IU LLE KENT UCKY 











A UNIT THAT PRODUCES 
PROFITS 


Write for full informa- 
tion and our catalog. 





Then set out to develop 
this business in your ter- 
ritory. 








—__ Automatic 
HEAT BOOSTER) *:¢ “48uracrurine co. 


417 Sherman Ave., Pontiac, Ill. 




















oer 
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NEW MODEL “C” 
COLUMBUS HUMIDIFIER 









List Price $15.00 


COMPLETE READY TO INSTALL 


Write today for folder and discount 


THE COLUMBUS HUMIDIFIER CO. 
1 E. 5th Avenue, Columbus, Ohio 


WHITNEY PUNCHES 


for 
LONG HARD SERVICE 
Simple, easy and quick 


punch changing. Side gauge 
with marked fractional 
inches. Upper lever does not 
throw back to right angles. 
Capacity %4 in. through % 
in. iron. Weight 7% lbs. 
Length 18% in. Depth of 
throat 2 in. Sold with or 
without vise. 

Write for 32 page catalog showing complete line of Whitney punches. 


W. A. WHITNEY MFG. COMPANY 
































636 RACE STREET, ROCKFORD, ILLINOIS 


Reversible... Sturdy 
Attractively Priced 
14 gross to the 
Carton 
Sizes: 6, 7, 
8, 814, 9, 
70, 12, 
14 inches 


Complete 
Te) 
Clips & Tips, 
Chain, Pulleys 


Regulators, etc. 


MFG. CO. 
61 W. Kinzie St 
CHICAGO 
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Aqucota 


REPAIR PARTS 


Only genuine AGRICOLA Repair 
Parts assure perfect fitting castings. 
Prompt shipments. 


AGRICOLA FURNACE CO., Inc. 
Gadsden, Alabama 
Offices in principal cities 











POKERS—FURNACE 


Fanner Mfg. Oo., Cleveland, Ohio 
Independent Reg. & Mfg. Co., 
Cleveland, Ohio 


PULLEYS—FURNACE 


Hart & Cooley Mfg. Co., Chicago, Il. 


PUNCHES 


Bertsch & Co., Cambridge City, Ind. 
Interstate Machinery Co., noe ag" Ill. 
Parker-Kalon Corp., New Yor k, i 
W. A. Whitney Mfg. Co., Botktord, Ill. 


PUNCHES—COMBINATION 
BENCH AND HAND 


Parker-Kalon Corp., New York, N. Y. 


PUNCHES—HAND 


an Kalon Corp., New York, N. Y. 
. A. Whitney Mfg. Co., 
Rockford, Il. 


RADIATOR CABINETS 


Hart & Cooley Mfg. Co., Ohicago, Ill. 


REGISTERS 
Auer Register Co., Cleveland, Ohio 
Forest City Foundries Co., 
Cleveland, Ohio 


Hart & Cooley Mfg. Co., Chicago, Ill. 
Henry Furnace & Fdy, Oo., 
Cleveland, Ohio 


Independent Register & Mfg. Co., 
er - Cleveland, Ohio 
Milcor Steel 


Co., 
Mil., Canton. ‘Chgo., LaCrosse, K. C. 
Peerless Foundry Co., 
Indianapolis, Ind. 
United States Register Co., 
Battle Creek, Mich. 


REGISTERS—WOOD 


Auer Register Co., Cleveland, Ohio 
eer Steel Co. 
, Canton, Chgo., LaCrosse, K. C. 


REGULATORS—AUTO- 
MATIC HEAT 
Hart & Cooley Mfg. Co., 
Chicago, Ill. 


Minneapolis-Honeywell Regulator Co. 


Minneapolis, Minn. 
White Mfg. Co., Minneapolis, Minn, 


REPAIRS—STOVE AND 
FURNACE 


Brauer Supply Co., A. G., 
St. Louis, Mo. 

Des Moines Stove 7 
Des Moines, Iowa 
Northwestern Stove Repair Co., 
Chicago, Tl. 


RIDGING 


Globe Iron Roofing & Corrugating Co., 
Cincinnati, Ohio 
Milcor Steel Co., 


Mil., Canton, "Chgo., LaCrosse, K. C. 


RINGS—FURNACE CASING 


Forest City Foundries Co., 
Cleveland, Ohio 


ROOF FLASHING 


Globe Iron Roofing & Corrugating Co., 


Cincinnati, Ohio 
Milcor Steel 
Mil., Can 


Co., 
ton, "Chgo., LaCrosse, K. C. 


ROOFING—IRON AND 
STEEL 


American Rolling Mill Co. 
Middletown, Cate 
Globe Iron Roofing & Corrugating 
Cinci oaths Onis 


Inland Steel Co., Chicago, Il. 
Milcor Steel Co. 
Mil., Canton, "Chgo., LaCrosse, K. C. 


weapalh Rolling Mill Oo., The, 
ports Ey. 
Republic Steel Corp., Youngstown, io 












ROOFING—TIN AND 
TERNE 
Milcor Steel Co O., 
Mil., Canto Cheo., LaCrosse, K. C. 
Newport Rolling Mill Co., Newport, Ky. 


Republic Steel Corp., 
"Youngstown, Ohio 


RUBBISH BURNERS 
Hart & Cooley Mfg. Co., Chicago, III. 


SCREWS—HARDENED 
METALLIC DRIVE 
Milcor Steel C 


0., 
Mil., Canton, *Chgo., LaCrosse, K. C. 
Parker-Kalon Corp., New York 


SCREWS—HARDENED 
SELF-TAPPING, 
SHEET METAL 

Milcor Steel Co. 


Mil., Canton "Chgo., LaCrosse, K. 
Parker-Kalon Corp., New York 


SCREENS—PERFORATED 
METAL 


Harrington & King Perforating Co., 
Chicago, Il. 


SCUPPERS 
Aeolus Dickinson, Chicago, Il. 
SHEARS—HAND AND 
POWER 


Interstate Machinery Co., Chicago, II. 
Marshalltown Mfg. Co., 


Marshalltown, Iowa 
Viking Shear Co., Erie, Pa. 


SHEET METAL SCREWS— 
HARDENED, SELF- 
TAPPING 


Parker-Kalon Corp., New York 
SHEETS—ALLOY 
Inland Steel Co., Chicago, Ill. 


International Nickel Co., 
New York, N. Y. 
Milcor Steel Co. 


Mil., Canton, *Chgo. LaCrosse, K. C. 
Newport Rolling Mill ‘Go., Newport, Ky. 
Republic Steel Corp., 

"Youngstown, Ohio 


SHEETS—BLACK, CORRU- 
GATED, GALVANIZED 


American Rolling Mill Co., 
Middletown, Ohio 
Granite City Steel Co., 
Granite City, Il. 


Inland Steel Co., Chicago, Ill. 
Milcor Steel Co., 
Mil., Canton, ‘Chee. LaCrosse, x C. 
Ca., Newport, K 


Newport Rolling Mill 
Republic Steel Corp., Youngstown, Obio 


SHEETS—COPPER 


American Brass Co., Waterbury, Conn. 
Revere Copper & Brass, Inc., 
Rome, N. Y. 


SHEETS—COPPER BEAR- 
ING STEEL 


American Rolling Mill Co. 
Middietown, Ohio 
Granite City Steel Co., 


Granite City, Tl. 
Inland Steel So: over Ti. 
Milcor eS 
Mil., Canton 
Newport Rolling Min Pho. sae Ry 
Republic Steel Corp., Youngstown, 


di; 
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SHEETS—COPPER (LEAD 
COATED) 


American Brass Co., Waterbury, Conn. 
Revere Copper & Brass, Inc., 
Rome, N. Y. 


SHEETS—IRON 
American Rolling Mill Co. 
Middletown, Ohio 
Granite City Steel Co. 
Granite City, Ml. 
Milcor Steel Co. 
Mil., Can 


"Chgo., LaCrosse 
Newport Rolling Mill Go., Newport, rie 
Republic Steel Corp., pa mg ‘Ohio 


SHEETS—MONEL METAL 


International Nickel Co., New York 


SHEETS—NICKEL 


International Nickel Co., New York 
SHEETS—PURE IRON 
COPPER ALLOY 


Newport Rolling Mill Co., Newport, Ky. 


SHEETS—REFINED OPEN 
HEARTH IRON 


American Rolling Mill Co., 
Middletown, Ohio 


SHEETS—SPECIAL FINISH 


American Rolling Mill Co., 
Middletown, Ohio 
Inland Steel Co., Chicago, tl 
Newport Rolling Mill Co., Newport, Ky. 
Republic Steel Corp., Youngstown, Oh 


SHINGLES AND TILE— 
METAL 


Globe Iron Roofing & Corrugated Co. 
Cincinnati, Ohio 
Milcor Steel C 
Mil., Ca 


ee. *Chgo., LaCrosse, K. C. 


SKYLIGHTS 


Globe Iron Roofing & Corrugated 
Cincinnati, Onis 
Miler Steel Co. 


, Canton, *Chego., LaCrosse, K. ©. 


SNOW GUARDS 
Berger Bros. Co., Pallageinhio, Sy 
David Levow, New York, 


Rival Strap Corp., New York, N. ¥ 


SOLDER 


Kester Solder Co., Chicago, Ill. 
Milcor Steel Co., 
Mil., Canton, *Chgo., LaCrosse, K. C. 


SOLDER—ACID CORE 
Kester Solder Co., Chicago, IIL. 


SOLDER—ROSIN CORE 


Kester Solder Co., Chicago, Ill. 


SOLDER—SELF-FLUXING 
Kester Solde? Co., Chicago, Ill. 


STARS—HARD IRON 
CLEANING 


Fanner Mfg. Co., Cleveland, Ohio 





STOVE PIPE AND 
FITTINGS 


Meyer & Bro. Co., F., 
Milcor Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. C. 


Peoria, Ill. 


STOVE AND FURNACE 
TRIMMINGS 


Fanner Mfg. Co., Cleveland, Ohio 


STRAINERS—ROOF 


David Levow 


New York, N. Y. 
Rival Strap Corp., 


New York, N, Y. 


STRAPS—ORNAMENTAL 
PIPE 


New York, N. Y. 
New York, N, Y. 


David Levow 
Rival Strap Corp., 


TINPLATE 
Granite City Steel Co. 


Granite City, ILL 

Milcor Steel Co., 
Mil., Canton, *Chgo., LaCrosse, K. 0. 
Republic Steel Corp., Youngstown, Ohio 


TOOLS—TINSMITH’S 
(See Machines —Tinsmith’s) 


UNIT AIR CONDITIONERS 


Andes Range & Furnace Corp., 
Geneva, N. Y. 
Dail Steel Products Co., Lansing, Mich. 
Henry Furnace & Fary. 
Cleveland, Ohio 
Health-Air Systems, Ann Arbor, Mich. 
Hess Warming & Mee Co., 


cago, Ill. 

Lennox Furnace Co., 

Marshalltown, Iowa 
May-Fiebeger Co., 
Meyer Furnace Co., Peoria, DL 
Motor Wheel Corp i 
Payne Furnace a Supply Oo., 

Beverly Hills, Calif. 
Waterman-Waterbury Co., 

Minneapolis, Minn. 


VACUUM CLEANERS— 
FURNACE 


(See Cleaners—Furnace 
Vacuum) 


VENTILATORS—CEILING 


Hart & Cooley Mfg. Co., Chicago, Ill. 
Henry Furnace & Fdy. 
Cleveland, Ohio 


Independent Reg. & Mfg. Co. 
Cleveland, Ohio 


VENTILATORS—FLOOR 
Aeolus Dickinson, Chicago, Ill. 
VENTILATORS—ROOF 
Aeolus Dickinson, Chicago, Ill. 
Berger Bros. Co., Philadelphia, Pa. 
Burt Mfg. Co. Akron, Ohio 


Jordan & Co., Paul R., 


Indianapolis, Ind. 
Milcor Steel Co., 
Mil., Canton, Chgo., LaCrosse, K. C. 


WOOD FACES—WARM AIR 
Auer Register Co., Cleveland, Ohio 
Milcor Steel Oo., 

Mil., Canton, Chgo., LaCrosse, K. C. 


ARTISAN 


coaN 














You are selling 





| / Write for full 
ti information 


them reputation, 
appearance and 
low-cost opera- 
tion. The Vernois 
Line of Gas 
Ranges is manu- 
factured by the 
makers of Ver- 
nois Furnaces, 
the outstanding 
furnace value of 
é the day. 


MT. VERNON FURNACE & MFG. CO., Mt. Vernon, III. 


“a BETTER PRODUCT” | 


You are selling 
complete satisfac- 
tion to your cus- | 
tomers if you han- 

dle the Vernois | 
Line of Enameled | 
Gas Ranges, now 
furnished in the 
New Console and |} 
table top models. - 

















Press Brake 
STEEL BRAKES—PRESSES—SHEARS 


DREIS & KRUMP MFG. CO. 


7404 LOOMIS BLVD. 











Hand Bending Brake 


CHICAGO 














a 
PAGES 


of extensive data in 
Sweet’s Architectural 
Catalog makes it eas- 
ier for you to sell Burt 
ventilators — it will pay 
you to write today for 
literature and prices. 


The BURT MFG. CO. 
930 South High St. 


AKRON 






Burt Direct Connected 
OHIO Fan Ventilator 



























A Locking and Indicating 


Device for Air Conditioning 
and Ventilating Systems“ 


Controls the volume of air flow through duct—the 
simplest and most effective method of controlling 
and showing position of volume damper. Positive- 
ly tamperproof. Made of rust- resisting metals. 
Exclusive patented features. Write for catalog. 


THE YOUNG VENTILATING co. 4 
- Cleveland, Ohio 


2703 Woodland Avenue 


Tp 
t 
Ulan 




















Sectional view 


damper 
























RIVAL STRAP CORP 


THE “RIVAL” and “FITRITE” 


One-Piece Ornamental Leader Straps 
Patented July 10, 1928; Jan. es 1931 





308 WEST 20th ST. 
« NEW YORK, N. Y. 
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“FITRITE” SKYLIGHT a o. 








ae af “Fitrite” Adjustable 


Tron or Bronze %"-%4” and 1” sizes. PIPE SNOW GUARDS 

















Straps 

























Sold 
Through M ae heh = , 
op Meads taples 
Jobbers Only Malleable Iron __ 
Write for folder showing complete Write Dept. “A” for full 
line and sizes details and prices 











© The Health Air Blower 
for New or Old Installations 








Made also for chain operation Galvanized Iron or Bronze 
“FITRITE” “FITRITE” Bronze 
Bronze BEEHIVE 
ROOF STRAINERS 
STRAINERS For Round 
3 Types. For Roofs having inside ‘ Leaders 
cast iron leader. Type “‘X” (illus- 37-4"-5"-6"-7""-8/" 
iameter 





trated), also made in Malleable Iron. 





DAVID LEVOW 223isz2as" 









A Complete Air Conditioner 









Low Priced Write for our Attractive Proposition 


Efficient 














“E-Z FIT’ EAVES TROUGH 


Bead is cut back, making it easy to put gutter together. Requires no 


soldering—not affected by expansion or contraction. 


Write for Catalogue. Order from your Jobber. 





“BB” The mark of quality 


Eaves Trouch . Gutter Hangers... Conductor Pipe 
Conductor Fasteners . Mitres . End Pieces and Caps 
Conductor Heads . Ornamental Straps . Ventilators, etc. 


BERGER BROTHERS CO. 


229-237 Arch Street, Philadelphia, Pa. 





Mr. Dealer 


Investigate the 
ANDES and 
its unusual 
dealer proposi- 
tion. Here is a 
real merchan- 
dising idea. 


Write 
today 

















“Fabrikated” OPEN 
Floor Registers AREA 
ANY SIZE... ANY FINISH 
Send for Catalog. 


— 


INDEPENDENT REGISTER & MFG. CO. 
3741 East 93rd Street : : Cleveiand, Ohio 














\ “FABRIKATED” / 


\ COLD AIR FACES | 89% f 





ANDES RANGE & FURNACE CORP., Geneva, N. Y. 
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PERFORATED METALS 





All Sizes and Shapes of Holes 
In Steel, Zinc, Brass, Copper, Tinplate, etc. 


For All Screening, Ventilating and Draining 
EVERYTHING IN PERFORATING METAL 


™ HARRINGTON & KING Sosa @ 


*S5649 FILLMORE ST.-—CHICACO, ILL U = 


sooo! "NEw YORK Re Ai E a LIBERT 
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NEW PROFITS 


FOR FURNACE MEN NOW 


ASK FOR COMPLETE 
INFORMATION ABOUT 


NIAGARA 


GAS AND COAL WARM AIR 
FURNACES 


THE FOREST CITY FOUNDRIES COMPANY 
Cleveland, Ohio 
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CLASSIFIED ADVERTISING 





BUSINESS CHANCES 
LIGHTNING RODS 


Dealers who are selling Lightning Protec- 
tion will make money by writing to us for 
our latest Factory to Dealer Prices. We 
employ no salesmen and save you all over- 
head charges. Our Pure Copper Cable and 
Fixtures are endorsed by the National Board 
of Fire Underwriters and hundreds of deal- 
ers. Write today for samples and prices. 
Address L. K. Diddie Company, Marshfield, 











SITUATIONS OPEN 


WANTED—AN ALL AROUND MAN FOR 

tin shop work, one that can do plumbing, 
heating, roof and gutter work, pump and 
windmill work, and shop repair work. State 
age, experience, wages wanted in application. 
In good times we employ steady all y 
around job. Address E. L. Severson, Hol- 
landale, Wisconsin. 











SITUATIONS WANTED 


MANUFACTURERS OF WARM AIR 

furnaces and heating appliances, will find in 
me an unusual opportunity for your sales pro- 
motion work. I understand the furnace and 
fitting business through years of actual expe- 
rience from installation, dealers, and sales man- 
ager for wholesale purposes. Am a graduate 
engineer, know forced air, gravity, standard 
code, air conditioning, designing of systems 
for sales work, etc. Member of A.S.H.E. I 
desire connection with manufacturer as sales 
representative or branch manager, best-of ref- 
erences. Address Key 125, “American Artisan,” 
1900 Prairie Ave., Chicago, III. 








SITUATION WANTED—CAN YOU MAKE 

use of this ability? Complete knowledge of 
and wide experience in every phase of warm 
air heating, selling, designing, installing. Thor- 
ough knowledge of every essential of repair 
work, advertising and sales promotion experi- 
ence of high type. A good working knowledge 
of domestic air conditioning. Experienced in 
training and developing salesmen. Ready after 
April 20. Address Key 126, “American Arti- 
san,” 1900 Prairie Avenue, Chicago, IIl. 





SITUATION WANTED—LICENSED, 


plumber, employed at present, desires steady 
position in small or medium sized town, 
Southern Colorado preferred. Address Key 
128, “American Artisan,” 1900 Prairie Ave., 
Chicago, Illinois. 





SITUATION WANTED—BY MAN 38 

years old. -15 years’ experience in general 
hardware. Best references. Address L. 
Bergman, Iowa Falls, Ia. 





SITUATION WANTED—MAN WITH 

real record of sales promotion in retail field 
and experienced air conditioning engineer is 
open for connection with manufacturer or large 
retail organization. Best of references. Address 
Key 116, “American Artisan,” 1900 Prairie 
Avenue, Chicago. 





SITUATION WANTED — A-1 SHEET 

metal worker, plumber and heating man with 
25 years’ experience at the trade. Strictly sober 
and reliable. Would like a good steady posi- 
tion. Would prefer Southern Wisconsin or 
Northern Illinois but will go anywhere. Ad- 
dress Key 119, “American Artisan,” 1900 
Prairie Avenue, Chicago. 





SITUATION WANTED—BY MIDDLE 

aged combination man, expert on heating. 
Can do a good job of plumbing or sheet metal 
work. Good salesman. Hardware experience. 
References. Address Key 105, ‘‘American Arti- 
can,” 1900 Prairie Avenue, Chicago. 





WANTED—POSITION BY FIRST CLASS 

sheet metal worker. Can do anything in that 
line. Also, can do estimating and designing 
of dust and shaving collecting systems. Able 
to take complete charge of shop and show re- 
sults. Address Arno Goethel, 20—8th St., 
N.E., Rochester, Minn. 





SITUATION WANTED—HAVE HAD 28 

years’ experience as tinner and plumber. Am 
qualified to do work in the following lines: 
auto radiator repairing, erecting steel ceilings, 
pump and windmill repairing, steam and hot 
water work, installing radios, and any kind of 
mechanical job that comes in a shop. Can 
give good references. Address Key 121, 
“American Artisan,” 1900 Prairie Aivenue, 
Chicago. 





SITUATION WANTED—A FIRST CLASS, 

A-1 Mechanic with more than twenty years’ 
experience in all lines of the sheet metal trade 
wishes to hear from someone who needs a first 
class man. Can give best of references and go 
anywhere. Address Edward H. Collins, 154 
Oakland Avenue, Macon, Georgia. 





POSITION WANTED.-BY WELL EXPE- 
rienced hardware salesman in store. Excel- 
lent references. Also, can put on sale to your 
advantage. Address Key 117, “American 
Artisan,” 1900 Prairie Avenue, Chicago. 








FOR SALE 


FOR SALE—ONE 8 FT., 18 GA. CHI- 
cago steel brake, $85.00 on skids, f.o.b. 

Wauseon, in good condition. Address Cecil C. 

Coon, 252 W. Chestnut St., Wauseon, Ohio. 








FOR SALE—WELL ESTABLISHED 
sheet metal and furnace shop in city of 
10,000 population in South Dakota. On ac- 
count of the death of my husband I will sacri- 
fice it for $2,000 cash or other arrangements 
might be considered. This includes a complete 
outfit of tools, stock, several furnaces and a 
1929 1%-ton Chevrolet truck. For further in- 
formation, Address Key 127, ‘‘American Arti- 
san,” 1900 Prairie Avenue, Chicago, Illinois. 





FOR SALE—HEATING, PLUMBING AND 
Tin Business—Cheap—Good farming coun- 


. try. Reason for selling old age and ill health. 


Address Key 123, “American Artisan,” 1900 
Prairie Avenue, Chicago. 





FOR SALE—COURSE IN SHEET METAL 


design and pattern drafting. Address F, - 


Canonica, 108 So. Arizona, Butte, Montana. 





WANTED—A FIRST CLASS TINNER TO 
buy or operate my shop on a commission 
basis. A wonderful opportunity for the right 
man. Old age and sickness compels me to 
give up the work. Address Key 122, ‘‘Ameri- 
can Artisan,” 1900 Prairie Avenue, Chicago. 





FOR SALE— WELL ESTABLISHED 

sheet metal shop in central Illinois town of 
3,500, also fully equipped for radiator repair- 
ing. Would consider terms with substantial 
down payment and good collateral. This is no 
sacrifice, as it is a going business and unless 
you have money and are really interested do not 
reply. Address Key 118, “American Artisan,” 
1900 Prairie Avenue, Chicago. 





FOR SALE—ONE LOT OF SHEET 

metal working machines, including 8-foot 
Wooden Truss Brake, 30-inch and 36-inch 
Square Shears, Marshalltown Throatless Shear, 
16-gauge hand power, Cross Lock Machine, 
twelve various type Burring Machines and 2 
sets of 30-inch forming rolls. Above tools ac- 
quired in purchase of other shops and will dis- 
pose of them at sacrifice for quick sale. Won- 
derful opportunity for some sheet metal worker 
just starting up in the business. Smith & Bur- 
rows Company, Parkersburg, West Va. 





FOR SALE—A WELL ESTABLISHED 

warm air and sheet metal shop in a city of 
22,000 population located in central Missouri. 
Two large RR. Shops located here, on two 
State Highways, good schools. Stock will in- 
voice about $1200.00. Besides, have a com- 
plete set of tools with truck. Good reasons 
for selling. If you are looking for a good 
business worth the money, write at once. Ad- 
dress Key 129, “American Artisan,” 1900 
Prairie Avenue, Chicago, Illinois. 





FOR SALE— METAL CEILING MANU- 

facturing equipment and dies, one of the best 
lines manufactured in the country. Will sell 
reasonable. Address Key 113, “American Ar- 
tisan,” 1900 Prairie Avenue, Chicago. 





WANTED TO TRADE, OR, SELL, ONE 

Eureka lawn mower grinding machine. Would 
consider a 4, 6 or 8 foot Brake or Key Machine 
in exchange or buy same. Address F. F. 
Chapman, Worthington, Indiana. 





FOR SALE—COMBINATION SHEET 

metal and plumbing shop southwest Kansas 
town; population 9,000. Apartment in shop 
and house on ground can be rented out. Will 
adjust inventory to suit buyer. Address H. F. 
Dobson, Wichita, Kansas. 





FOR SALE—1 NO. 2 RYERSON SER- 

pentine Shear Motor Drive for $200, 1 Niag- 
ara Small Turning Machine, including No. 11 
Elbow Edging Rolls (New) $15; 1 Niagara 
Setting Down Machine $5; 1 Pexto Double 
Seaming Machine (1 10-inch Disc) $5; 1 Dreis 
& Krump Angle Iron Cutter $5; 1 Mighty 
Midget Unishear (Brand New) $40; 1 Old 
Bench Shear $2. Address Jos. Koubek & Son, 
5234 West 22nd Street, Cicero, Illinois. 








LINES TO HANDLE 
MANUFACTURER 


with complete line of Furnaces, Boilers, 
Radiation and Water Heaters has few open 
territories in Central West. Excellent earn- 
ings for producers. Address Key 115, 
“American Artisan,” 1900 Prairie Avenue, 
Chicago. 











LINES WANTED 


LINES WANTED—EXPERIENCED FUR- 

nace salesman covering Iowa is open for 
some side lines on commission basis. Address 
Louis Roos, 1614 East 8th St., Des Moines, 
Ta. 











WANTED TO BUY 


WANTED TO BUY—BOX FOLDER BOLT 
cutters and plumbing tools. State price and 

condition in first letter. Address O. H. Berge- 

man, Box 268, Chippewa Falls, Wisconsin. 








WANTED TO BUY—A USED TEN FT. 

press brake, 3/16” capacity. Address Toledo 
Porcelain Enamel Products Company, Toledo, 
Ohio. 








MISCELLANEOUS 


PHILIP V. W. PECK 
Patent and Trade Mark Law 
Barrister Bldg., Washington, D. C. 


AIR CONDITIONING SYSTEM FOR RES- 

idential application. Takes care of heating, 
cooling, humidifying, dehumidifying and filter- 
ing. Owner and inventor wishes to get in touch 
with a manufacturer with sufficient finance and 
manufacturing facilities to make and market 
this system. Address Key 114, “American Ar- 
tisan,” 1900 Prairie Avenue, Chicago. 
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STRIKE NOW, 


while it’s The 


H OT DAILAIRE 


System of 
Heating and 
Air Conditioning 


OFFERS 
the 


DEALER 


the last word in 
equipment in com- 
pact form, engi- 
neered to the latest 
principles of 
heating and air 
conditioning. 















POSSIBILITIES 


Never in the history of warm air heating has there been offered 
a line with as great a selling appeal. It offers more than any 
other line of heating, and now is the time for the dealer to 
fortify his future in the heating field by signing the Dailaire 
contract. Full information on request. 


A full line for every need 


DAIL STEEL PRODUCTS COMPANY 
1050 Main Street Lansing, Mich. 


armemee 


The “‘D-Q” Cleans 


THOROUGHLY 
—and you profit 


The “D-Q” Cleaner is a maxi- 
mum capacity cleaner, one that 
does the most work in the least 
possible time, and at a maxi- 
mum profit to you. 


The “D-Q” Cleaner also does 
much to boost your reputation 
in your community, and is a 
means of encouraging future 
business. 


Write for full details that will ac- 
quaint you with the “D-Q” Cleaner, a ee es 
and its money-making possibilities, 


DENSMORE - QUINLAN CO. Send for this 
KENOSHA WISCONSIN — folder which 


; fully describes 
BE MR the'D.Q” cleaner 








7 








CAM YOU AFFORD TO NEGLECT 
A PROFITABLE BUSINESS? 















AMERICAN 
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U. S. Trussteel Faces 


Present the finest accomplishment of con- 
structing cold air faces of an assembly of 
cold rolled steel bars—trussed by deep truss 
bars and set in perfectly built angle frames. 











Frames and construction perfect. Splendidly 
finished in oak or any standard finish. 

Cold rolled steel used entirely instead of 
rough hot rolled steel “filled” and painted 
to cover cheap defective stock. 

If you prefer this type of face select the U. S. 
Trussteel and write for catalog and prices. 


UNITED STATES REGISTER CO. 
Battle Creek, Mich. 


Kansas City, Mo. Marshalltown, Ia. 
Denver, Colo. Los Angeles, Calif. 
SUPPLY HOUSES 
EVERYWHERE HEATING PLANTS ARE USED 


Minneapolis, Minn. 
Albany, N. Y. 









































MARSHALLTOWN SL. SHEARS 


LET MARSHALLTOWN 


SHEARS CUT YOUR LABOR 
COSTS 


f Put the right 
kind of machine 
on the right 
job. 

Save time and 
labor costs. 
Make it a 
MARSHALL.- 
TOWN. 













Catalog 
Tell the 
Story— 
Write 
for It 
Now 





The Shear 
Keeps Sharp 
Even After 
Months of 
Hard Use 










There is a 
MARSHALL. 
TOWN fer 
every use. 
Hand — Motor 
—and Belt 
Power. 

















MARSHALLTOWN MFG. CO. “tow °™™ 
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ANNOUNCEMENT 


OUR 
DETROIT OFFICE AND WAREHOUSE 


—-MOVED — 


690 AMSTERDAM AVE. 


FORMER LOCATION OF FOLLANSBEE BROS. CO. 


TRinity 2-2330 
THE J.M.& L.A. 


OSBORNG 


DETROIT —- CLEVELAND - BUFFALO 











YOU can get more business by 
selling ROUND OAK Furnaces! 


Concentrate on our complete 


line and you will be able to meet 


every warm air heating job in a 





way that insures customers of 


furnace values that can’t be beat. 








a dealers can always bank 
on Round Oak quality, durability 
and real service. 


5 


Write today for details of 
our agency proposition. 


5 


ROUND OAK FURNACE COMPANY : :  Dowagiac, Mich. 
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Today’sProblem 


Lazy smoke stacks are a symbol of today’s 
business problem. They indicate a business 
condition that encourages low stocks on hand, 
holds up production and raw material schedules 
and invites hurry-up, last-minute orders. 


Granite City Steel Co. meets today’s problem 
perfectly for the sheet steel jobber. Adequate 
warehouse stocks of sheets and plates are ready 
for immediate shipment from Granite City. And 
the location of Granite City Steel Co., only 20 
minutes from Saint Louis, and served by 29 
railroads and the Mississippi River, assures 
better service to the Mississippi Valley, the 
West, and the Southwest. 





St. Louis, St. Paul 
Salt Lake City 


Chicago, Dallas 


Kansas Ci 
meme GRANITE CITY STEEL 

































Upper Lert: Kuehn’s Korrekt Kut-Offs 
Lower Lert; Milcor End and Drops 
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Key To ILLusTRATION 
Top: Milcor **Crimpedge’’ Gutter — Slip Joint 





In Milcor you have a source of supply which 
covers every up-to-date development in quality 
rain-carrying equipment. . A line that is com- 
plete in all details . . a service that cannot be 
surpassed . . and a reputation that has made 
Milcor the standard of fine value. 


Copper 





MIiILCOR 
a complete 
Line of Quality 
Rain Carrying 
Equipment 
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Key To ILLustraTIONn 


Upper Ricut: Milcor Conductor Pipe Elbows 


Lower Ricut: Milcor ‘'Interlock’’ Conductor Pipe 


All Milcor rain-carrying equipment is carried in 
stock for immediate delivery .. Made from Sheet 
Steel . . Copper Alloy Steel . . Armco Ingot 
Iron . . or pure Anaconda Copper. For quick 
shipment or price information address com- 
munications to nearest branch or sales office, 


Alloy. 


= PRODUCT 


Save with Steel 
MILCOR STEEL COMPANY 


MILWAUKEE, WIS., 4117 W. Burnham St. 
ansas City, Mo. 


Chicago, IIl. 


CANTON, OHIO 


LaCrosse, Wis. 


Sales Offices: New Yurk ac +18 Pershing Square Building; Boston, Mass., at 136 Federal Street; Atlanta, Ga., at 
207 Bona Allen Building; Los Angeles, Calif., at 7267 Clinton Street; Little Rock, Ark., at 104 W. Markham Street 







Top: Milcor One-Piece Mitre — Inside 





